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Kuyanize 


SELF-SMOOTH ING 


Here’s the big news! S-S, the mysterious 
initials you’ve been hearing about for 
months, stand for the amazing, satisfaction- 
breeding Kyanize quality, Self-Smoothing! 
The greatest selling point any finish ever 
had! For it assures perfect painting results 
every time. The user simply can’t help 
getting a flawless effect—because Self- 
Smoothing insures a beautiful ridgeless 
finish, free of brush marks and laps. 

Ask your customers to make this test. 
And—just to see how convincing it is— 
make it first yourself. Cover a surface 


with Kyanize Lustaquik Finish. Next, 


BOSTON VARNISH COMPANY 


2 EVERETT STATION 


make a number of marks on it with a nail. 
Then watch how the wet paint immedi- 
ately smooths itself into the most perfect 
finish you have ever seen. 

Don’t forget that all Kyanize products 
insure this marvelous ease and success— 
at no advance in price! 

So, for the dealer, S-S means not only 
Self-Smoothing, but Sure Sales as well! It 
guarantees satisfaction to customers, and 
that means profit for dealers. If there is not 
already a Kyanize dealer in your neigh- 
borhood, why not take the job yourself? 


Write today for the Kyanize proposition. 


BOSTON, MASS. 


Chicago Warehouse and Offices, 1524 S. Western Avenue 
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BUILDING QUALITY 
INTO RIVETS 


IF you want rivets that you can depend upon 
to drive easily and clinch smoothly, ask for 
our Tubular and Split Rivets. They are made 
of the finest materials, skilfully fabricated to 
give satisfactory service .... necessary char- 
acteristics that you cannot count on when 


you buy on price alone. 


TUBULAR RIVET 
& STUD COMPANY 


Boston- 
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The largest factory in 
the world devoted to 
the manufacture of 


Tubular and Split 


Rivets. 
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ever offered— 





ALL TYPES 
BALL BEARING 
AXLES BOLTED, 
NOT RIVETED 


=BLUEARO> 


=REDARO> 
>WHHEARO> 





PEXTO“&%; G’” ROLLER SKATES 


Now Ready for Shipment 
Ask Your Jobber 


After many months of very careful planning, designing, engineering, 


investigating, PEXTO now has the best ROLLER SKATE proposition 





UNIVERSAL FOR EITHER BOYS OR GIRLS 
THREE TYPES — ELIMINATES UNPROFITABLE STOCK 


Completely nickel plated, even the rolls; smooth assembly, 
electrically welded; deeply flanged toe and heel plates; de- 
signed to avoid marring shoes; easy adjusting, high quality 
leather straps; hangers give proper support to foot plates; 
rolls have thick, long wearing treads, with sides securely 
riveted together; ball cases are scientifically hardened—the 
finest. 


Chassis, plates, hangers attractively finished. “An exceptional 


value. 


A wonderful juvenile Roller Skate. A winner. 


Combining strength and durability with a pleasing design 
to make an attractive stream-line and racy appearance 


ASK YOUR JOBBER 


THE PECK, STOW & WILCOX CO. 
SOUTHINGTON, CONNECTICUT, U. S. A. 
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Profi: Tawa 


Surrounding every hardware store 
are dollars of potential profit on 
Osborn Brushes. This business 
belongs to the independent hard- 
ware merchant. 











From the complete Osborn line, 
any merchant can select just those 
brushes he knows he can sell to 
his community. A brush stock 
balanced with customer demand. 


Results: Quicker turnover. Simpli- 
fication of buying, stock-keeping 
. .. book-keeping .. . everything. 
More time for profit-making! 











THE OS80RN MANUFACTURING COMPANY 


INCORPORATE! 
5401 HAMILTON AVE. - CLEVELAND, O. 
Sales Branches: 
New York, Detroit, Chicago,SanFrancisco, Los Angeles 









The Modern Hardware Store is 
y, nized as a source of supply 
for quality merchandise and is 

therefore a logical distributing 
point for Orborn Brushes. 
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How TO MAKE MORE MONEY 


EPEATED tests show that most hard- 

ware stores are inadequately lighted, 
even though their owners think “‘our light- 
ing is good enough”. If you want to increase 
your business, and handle more customers 
with fewer clerks—in short, if you want to 
make more money—read this quotation 
from a recent article in ‘Good Hardware” 
and then test your store for Twilight Zones*. 


**Wouldn’t your eyes open wide if you saw 
in your newspaper an ad like this: 


Available Immediately ! 


“For hardware stores everywhere there is 
available immediately a service guaranteed 
to increase the number of customers at- 
tracted to the store, to increase the volume 
of sales per customer, and to increase cus- 
tomer-acceptance of the price and quality 
claimed for his wares by the hardware 
dealer. This service costs only one-half of 
one percent of the dealer’s gross sales or 5c 
on the mark-up of every ten dollars’ worth 
of wares. For further information address 
Proper Lighting and Illumination. 


“Of course you never did see such an ad! 
But the truth remains that the claims 
made for proper lighting and illumination, 


* 

TWILIGHT ZONE 
The deceptivehalf-light between 
obvious darkness and adequate 
illumination, 


JANUARY 21, 1932 


as stated in the above ad, have been proved 
in hard cold facts and figures gleaned from 
numerous and exhaustive merchandise tests. 


“Proper lighting and illumination assures 
a clean, cheerful, attractive store of high 
character; suggests first-class service and 
quality and corresponding prices; has a 
cheery, stimulating effect upon both cus- 
tomer and clerk—thus facilitating sales; 
increases pulling and sales power of dis- 
plays; makes for more rapid and accurate 
selections by customers—and thus min- 
imizes the returned goods problem; permits 
effective use of all floor space; overcomes 
disadvantages of location; results in im- 
proved health and morale.” 


Make up your mind you are going to let 
light help increase your sales and cut down 
clerical cost. Check up the lighting condi- 
tions in your store. Here’s how to do it. 


Make the phone book test 


Now, while you are thinking about it, get 
a telephone book. Then take it to various 
spots in your store. Stand where you and 
your men, or your customers, have to 
stand. Now open the phone book at ran- 
dom. Does every word stand out sharp, 





clear: can you read any name, address and 
phone number rapidly and with perfect 
ease? If you can’t—if you have to slow up, 
squint or draw the book closer to your face 
—you and your men are not getting enough 
light to wait on customers fast—and your 
customers are not getting enough light to 
see how good your merchandise really is. 
Eyestrain, headaches, fatigue, lost time 
and lost customers, all the hazards of the 
Twilight Zonex& are at work hamstringing 
your profits. 


Rid yourself of Twilight Zonesk. Make 
light make you money, not cost you 
money. Place lighting in your store on a 
scientific basis. The cost will be trifling and 
the profits big. 


Send for free bulletins 


Write the Commercial Engineering Dept., 
Bureau 170, Westinghouse Lamp Co., 150 
Broadway, New York City, and we shall 
be glad to send you full details on how to 
rid yourself of Twilight Zones, including 
a bulletin explaining correct 
types of illumination. Please 
do this at once. Our supply 
of this bulletin is limited. 
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AS EASY AS ALL THAT? Yessir! For the magic man 
in the Double X can is a wonder-worker and no 
mistake! In one brisk swoop of the brush or mop 
Double X not only removes every trace of var- 
nish, shellac, wax and dirt, but bleaches the sur- 
face slick and smooth, ready for refinishing. 


A 75c [pound] can of this double-action magic, 
a pail of boiling water, a brush or mop, a bit of 
steel wool—that’s all anyone needs to “spark 
up” 200 square feet. Moreover, Double X 
has nothing “up its sleeve.” Can’t hurt the 
hands or raise the grain or buckle the floor! 


And don’t forget that every sale of Double 
X means an unfinished floor [or other sur- 
* face] which must be finished. This means, 
in turn, the sale of varnish, shellac, wax, 
brushes and other neat-profit items. 


To top it all, Double X is now backed 
by a nation-wide campaign of advertis- 
ing. Tie up and team up! Let your 
store become known as headquarters 
for this modern wonder-product that 
“makes varnish onarend makes Floor Cleanes 
customers come back for more. Douniy ACTION 
Schalk Chemical Co., 357 E. 2nd Jemereed 
St., Los Angeles. Eastern Branch: 
3932 So. Lincoln Street, Chicago 


DOUBLE X FLOOR CLE 
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In one-pound and 

six-pound bags. 

Packed in cartons 

of 50 one-pound or 

6 six-pound bags 
to a carton. 








Made by a Firm with 93 years 


FOR 
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Stock DUTOX 


THE 


AST YEAR, thousands upon 
thousands of growers learned 
to depend upon DUTOX, the 
non-arsenical insecticide, for 
safe and economical protection 
of their crops. This year more 
DUTOX will be used than ever 
before. 
Dealers who stock DUTOX will 
enjoy ready-raade sales. An in- 
creasing demand plus extensive 
national advertising will bring 
customers into their stores. The 
results will be: an increased vol- 
ume of insecticide sales and 
greater amounts of profit! 


If you handled DUTOX last year, 
you already know of its excellent 
money-making possibilities. If not 
— we suggest that you call your 
Jobber TODAY and ask him how 
you can tie in on this unusual 
opportunity for profit. 
The Grasselli Chemical Co. 


Incorporated 


629 Euelid Ave. Cleveland, 0. 


Of Chemical Experience 
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NON-ARSENICAL 








DUTOX., the non-arsenical 
insecticide, affords SAFE, 
SURE, and ECONOMICAL 
protection against all those 
insects shown below. Used 
as a dust or a spray on veg- 
etables, fruit, tobacco, ete. 
it effectively controls: 


BEETLES — Asparagus 
Beetle, Aster Beetle, Blister 
Beetle, Colorado Potato 
Beetle, Diabrotica Beetle, 
Egg Plant Beetle, Horse- 


INSEC TIGI® 


SAVES CROPS 


NATIONALLY 
ADVERTISED 
to 2,100,000 
GROWERS 
EVERY MONTH 


radish Beetle, Japanese Beetle, Mexican Bean Beetle, 
Strawberry Beetle, Striped Cucumber Beetle, ete. 


FLEA BEETLES— Mint Flea Beetle, Potato Flea 
Beetle, Tobacco Flea Beetle, etc. 


WORMS—Bean Leaf Roller, Bud Worm, Cabbage 
Looper (on lettuce) Cabbage Worm, Corn Ear Worm 
(on lettuce), Cucumber Worm, Cut Worm, Tomato Horn 
Worm, Tobacco Horn Worm, etc. 


MISCELLANEOUS— Apple Flea Weevil, Celery Flea 







gw Hopper, Cherry Slug, Codling Moth, Peach 
Twig Borer, Pear Slug, Walnut Husk Fly, ete. 










Name 


The Grasselli Chemical Co., Dept. X-1 
629 Euclid Ave., Cleveland, O. 


Please send me full information about Grasselli DUTOX. 





Street 
Address 





City 


State 





My Jobber is 





His Address 
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gamble. 
should be and can be just as sure a bet as 


Stock a full line of Cortland Brand Wire 
products, a line that misses no possible 
sales—that always wins satisfied customers. 


Here’s 9 Sure 


He Never Missed a Bet 
and He Always Won! 


Gone are the days of the pea and shell 
man, but we always remember him as the 
man who never took a chance—but always 


won. 


The selection of the Hardware Dealer’s 


k should involve no element of the 
The merchandise on his shelves 


pea and shell game. 


Bets for the 


Hardware Dealer - - 


CORTLAND GRAY-WICK WIRE CLOTH Made 
from rust-resisting, copper-bearing steel and further pro- 
tected by electro-galvanizing and a coating of white 
transparent varnish. 


CORTLAND BLACK WIRE CLOTH To meet the 
demands for a durable Wire Cloth at a lower price. 
Uniformly woven and finished in a hard elastic enamel. 


CORTLAND PREMIER WIRE CLOTH 50% heavier 
than the standard grade, made from rust-resisting, cop- 
per-bearing steel and dull finish electro-galvanized. Now 
made in 14 mesh, 32 gauge wire. For severe service. 


CORTLAND BRONZE WIRE CLOTH Precision 
weaving and special rust-resisting alloy makes Cortland 
Bronze an outstanding quality wire, for appearance and 


service. Recommend it to the man who wants the best. 


Cortland Brand Screen Cloths are now put up in indi- 
vidual roll fibre cartons, and manufactured according to 
the grades adopted by the Department of Commerce, 
Bureau of Standards. 


CORTLAND NET-WICK STRAIGHT-LINE NET- 
TING No top or bottom rails are required, for the 


























horizontal wires keep it straight and tight. Constructed 
with a complete twist from continuous wire, Net-Wick 
cannot be opened. Does not buckle or sag, and lays 
flat when unrolled. 


CORTLAND HEN-CHICK POULTRY FENCE Con- 
structed with the same complete twist from continuous 
wire as Net-Wick, but made with four different meshes 
from top to bottom. Strong enough for the strongest— 
small enough for the smallest. 


CORTLAND HEX-NETTING Supplied in four meshes 
rariging from 7 inches to two inches. Uniformly woven 
and made from high-grade open-hearth steel. 


CORTLAND GALVANIZED HARDWARE CLOTH 
Supplied in six different meshes ranging from 2x2 to 
8x8 mesh. Strong, durable and uniformly woven from 
the highest grade open-hearth steel. 


CORTLAND BRADS AND NAILS. Sell your nails 
and brads the handy Cortland way. Cortland Brand 
Brads are obtainable in %, % and 1 pound papers, or 
25 and 50 pound boxes. Ask your jobber for a complete 
list of sizes and finishes. 
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Tf thou canst buy for less in “full pack- 
ages”, ask not this same price for smaller 
lots. 

II 

Ghou shalt not ask any manufacturer or 
jobber to accept the return of merchandise 
because it is obsolete or because thou hast 
an overstock. Only merchandise shipped in 
error shalt thou return. 


III 
“Special” styles and finishes avoid when 
something “regular” will do. Ghus art thou 
saved many mistakes and delays. 


IV 
Cet thy major lines be representative, con- 
sistent lines, not one of this and one of that. 


V 
Confine thy purchases to fewer sources of 
supply. Ghus wilt thou be more efficiently 
served. 
VI 
Discount thy bills. Such practice oft turns 
red ink into profits. 
VII 
Anticipate thy wants with “future” orders. 
By so doing manufacturing and distribution 
costs become less--thy ultimate profit more. 
VIII 


Ghou shalt not cancel orders for uneth- 
ical reasons. 
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Ghou shalt not substitute, for thus are 
dealers moved to righteous indignation 
against thee. 


II 
See that thy shipments are carefully 
packed that breakages may be reduced to a 
minimum. 


Ill 
“Call back” all orders carefully before 
packing, lest thou invoice any shortages. 


IV 
Cet the items on thine invoices be cor- 
rectly spelled so that they can be easily 
checked. 


Vv 
Shun the manufacturer who sells every- 
body. Rather buy from those wise compa- 
nies with a fixed selling policy. 


VI 
Be a wholesaler only. Canst thou serve a 
dealer and yet compete against him? 


VII 
Cet thy shipments go by the cheapest 
route unless thy customer direct thee oth- 
erwise. 


VIII ; 
Be not a worshipper of Volume only, for 
Volume without profit availeth thee naught. 


THE GEO. WORTHINGTON CO. 


CLEVELAND, OHIO 


1932 
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IX ; S 

Make thy store a pleasant place to shop. IX N 

Cet thy show windows be magnets to every Gake on new lines which will increase thy S 

; passerby. dealers’ turnover. RS 

/ N 

Zg Let there be friendly meetings between local retailers, and between jobbers and N 

é local retail organizations to work out problems of mutual benefit. 8 
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Don’t F orget 
the Little Tots 









No. 5 
For Children 


The UNION HARDWARE Line of Roller Skates 


Roller skating is becoming more popular each year, especially with 
children who enjoy this popular pastime. 

Children learn to skate young and parents like to buy good roller 
skates for their youngsters, because roller skating keeps them 
happy and provides healthy outdoor exercise. 


Remember the little tots! You can carry a complete line of 
Union Hardware Roller Skates for little money, because one skate 





HARDWARE COMPANY 





Reg. U. S. Pat. Off. 2 : : 
can be extended to practically all sizes—a large stock is unneces- 
Euctitched 2856 sary. These famous skates have been standard for over 75 years. 
TORRINGTON, CONN. They are sold at popular prices and are always in great demand. 
New York Office 151 Chambers St. Sold by all jobbers: 




















THIS WILL BE A GOOD YEAR 
for WALL CLEANER! 


* UT spending to the bone,” is now the watch- 

word of most households. .The family bud- 
get being what it is, lots of wallpaper cleaning will 
be done this spring instead of re-papering. Here 
is an opportunity for alert hardware dealers to 
cash in on sales of wallpaper cleaner—it’s one of 
the few products that exactly fit your customers’ 
buying. mood. 


Climax has long been the leading cleaner. It removes the dirt 
—doesn’t rub it in. Amd your customers know its advantages! 


Why not order your spring stock of Climax from 


your jobber now—and be prepared? We provide 
window signs free with each shipment. 


The Climax Cleaner Mfg. Company 
CLEVELAND, OHIO 





Priced right to sell profitably! 
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RING UP THE REGISTER WITH 
THESE SCOVILL PRODUCTS 


— with a patch of lawn is a sure sale for Scovill sprinklers 
and hose equipment. Rust-proof. Long-wearing. Priced remarkably 
low for such quality construction. Your profit margin is ample. Order 
now for spring and summer trade. 


= 


Fan Spike Sprinkler 


A The operator can carry it 
around without getting 
sprayed. Fastened securely by its 
spike, it waters the lawn —not the 
pathway! Will effectively sprinkle 
half of a 30-foot circle. Solid brass. 
CATALOG NO. H-254 
Packed 12 to a carton—12 ca:tons to a ship- 
ping case. Weight per gross, 18 Ibs. 
Retail price: 25e 


Flower Sprinkler 


The suburbanite buys it... 
and uses it to wash his car 
too. Solid brass. 35%” head. Fits 
any standard hose enmmeetien. 
CATALOG NO. H-226 
Packed 20 to a carton—12 cartons to a ship- 
ping case. Weight per gross, 34 Ibs. 
Retail price: 25e 





Sprinklemist (rotary) 
Placed in series, each waters 
a 30-foot area. A swivel con- 
nection and a special base prevent it 
ae from tipping over. Solid brass head. 
Steel base, copper plated. Each 
Sprinklemist has a threaded end-cap. 
CATALOG NO. H-255 
Packed 4 in a display carton—36 cartons to a 
shipping case. Weight per gross, 66 Ibs. 
Retail price: 50e 





Hose Nozzle 


D The new nozzle design al- 
lows a shut off against pres- 
sure without leakage. Easy adjust- 
ment from a solid stream to a fine 
mist. Heavy, solid brass. 
CATALOG NO, H-256 
Packed 12 to a carton—12 cartons to a ship- 
ping case. Weight per gross, 55 Ibs. 
Retail price: 50c 





Coupling 
ia Completes the hose equip- 
: ment. In three sizes — 14”, 


> %",%". Solid brass, nickel plated or 

= lacquered to prevent tarnish. 

si CATALOG NO. H-280 

a Packed 24 to a carton—6 cartons to a ship- 

ping case. Weight per gross about 19 Ibs. 
Retail price: lic 








SCOVILL MANUFACTURING COMPANY, WATERBURY, CONN. 


Display room and offices: 280 Broadway, New York City 
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«— The Drain Pipe Cleaner 





IT WORKS as simply as a brace and bit. The F 
operator grasps the black swivel handle and 





rotates the red crank handle. The seven-foot 
spring steel cable snakes its way through the 
drain pipe, regardless of how many elbows or E 





turns there are. And the cork-screw cleaner head 
will grip or dislodge practically anything that stops a 
up the pipe. A thumb-screw in the handle permits 
easy adjustment of the cable length. 

The cleaner comes in red-and-black trim, as 
illustrated, each individually packed in an attrac- 
tive green-and-white box. 
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CATALOG No. H-232 Packed 24 to a shipping case 


Retail price: 81.00 
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The Improved Closet Auger — 


THIS is constructed and operated on exactly the 
same principles as the drain pipe cleaner. The 
cable is shorter and a section of 3%-inch pipe 
holds it stiff for part of its length. The flexible 
end follows the curvature of the trap to remove 








Bie i 


any closet stoppage. 





Both these useful devices find a ready market 
in every house, hotel, apartment and public build- 
ing. Stock up on them now! 

CaTraLoc No. H-233 Packed 12 to a shipping case 
Retail price: 82.00 

SCOVILL MANUFACTURING COMPANY 

WATERBURY CONNECTICUT 

Display room and offices: 280 Broadway, New York City 
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bristles and 
the setting are 
equalled only 
in brushes 
sold at much 
higher prices. 





F. TRADE 

>P XCELSIO 
~~: 

of Ari owt 

: MARK 
The best way to overcome 
brush competitioin is to give 
your customers more value 
for the same price. 


Excelsior Paint and Varnish 
Brushes will enable you to 
do this, because both the 






Made by 
















- 4 


~ 
a 


Excelsior bristles 
are permanently 
set in vulcanized 
rubber and can- 
not work loose. 


Our fine line of 
Paint, Varnish 
and Wall brushes 
will increase your 
sales and profits. 
Write your Job- 
ber for prices. 





EDWARD E. ROBINSON 
347 W. Broadway, New York, N.Y. 














HERES THE MARKET 
for rubber tips and humperz 


JUST OUTSIDE YOUR DOOR 


Every home, school-house, hospital, library, hotel and municipal building in your 
community is a potential prospect for these fast sellng replacement items. They have 
thousands of uses on chairs, doors, desks, walls and furniture for the elimination ef 
noise and the prevention of scratches. 

Prepare now to supply this enormous market by checking your inventory and ordering 
your new stock for 1932 from your wholesaler or direct, 

SEND FOR CATALOGUE NO. 50 
Complete specifications and prices on our full line of rubber tips and bumpers. 














Rubber Head Nails 


Carefully molded of unusually durable Fe- 
rubber these nails offer good protection 
wherever inexpensive rubber bumpers are — 
required. Six stock sizes. 





Elastic Stem Tips 
A tip made entirely of rubber. Used for 
protecting desk top equipment from « 
scratching, on desk covers, closet seats, 
and in several larger sizes for chair legs. 
Inserted without the use of glue, screws 
or nails. 





Slotted Screw Tips 
Manufactured to fill the popular de- 
mand for a lower priced bumper to 
be used on door stops, furniture and 
closet seats, and hundreds of other 
places where bumpers are required. 
Supplied in several sizes. 


The ELASTIC TIP COMPANY 
BOSTON __370 ATLANTIC AVE. MASSACHUSETTS 
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MACHINE SCREWS 


Wood, Drive, Coach, Machine, Set, Cap, Thumb SCREWS—Special Automatic Screw 
Machine Products—Stove, Tire, Sink BOLTS—Machine Screw, Stove and Tire Bolt, 
U. S. S., S. A. E. Castellated, S. A. E. Plain NUTS—Jack, Plumbers’, Register, Safety, 
Furnace, Ladder, Sash CHAINS—Escutcheon Pins—Speedometers—Tachometers. 
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THE CORBIN SCREW 
CORPORATION 


THE AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 


NEW BRITAIN, CONN. 


Warehouses: 
New York Chicago 
Philadelphia 





13 


























Wrought Steel 
Strap and Tee Hinges 
and Hasps 





| HESE GRIFFIN products offer the 
utmost in sturdy, practical hardware. 


Furnished in plain steel, cadmium finish, 
galvanized,...galvanized with brass pins... 
finishes suited for the purposes required. 


(GRIFFIN 


nufacturing Cbmpany 


ERIE, PENNSYLVANIA 
MANUFACTURERS 


Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 113 Purcuase St. 
CHICAGO: 162 N. CLINTON Sr. SAN FRANCISCO: 703 Marker St. 
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Make Quick Sales 
with these Selling 
eo 


Points 4 


Myers — the original line of 
self-oiling power pumps with 
a thoroughly established back- 
ground of outstanding success 
over a long term of years offers 
indisputable evidence of greater 
opportunities for profitable 
power pump business. 


Mechanical excellence, per- 
fect lubrication, increased vol- 
ume, extreme motive economy 
—values not to be approached 
by many other types of self- 
oiling power pumps—are so out- 
standing from the service point 
of view that they afford the 
pinnacle of selling power for 
dealers. 


Let’s have your request for 
catalog and prices. 


eRe 


SELF-OWLING) 





Y SELF-OWLING) 
TRADE NAME 














BULLDOZER 





THE F.E.MYERS.&BRO.CO 


a ASHLAND, OHIO.24 


ASHLAND PUMP AND HAY TOOL WORKS 
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Why Take a Chance? 


E. B. GALLAHER 


Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


I have been asked why it is safer to buy from old-established firms than from 
newcomers in the field. I can tell you from my own experience. 

You have heard of the customer in the restaurant ordering hash, and the waiter 
bawling out to the cook, “Another gentleman wants to take a chance.” Well, a quarter- 
century ago, when I started the Clover Grinding and Lapping Compound business, I had 
to accept such crude materials as my suppliers sent; I may 


restaurant, I bought on faith. 

As the years passed, my customers demanded more 
accuracy—my business had grown—our purchasing power 
became large—we had accumulated a reserve—so,-what was 
more natural than to begin an active study of the physical 
properties of our product. 

A laboratory was established—competent engineers engaged—all crude materials were 
now being bought on rigid specifications and checked up before being used—our products 
improved—our trade expanded. Scientific studies of the various uses in which our pro- 
ducts were being employed developed opportunities for still greater service. 

Today we have developed new and better abrasives, which we alone control— 
our Compounds have a still better binder than in years gone by—an attrition ma- 
chine gives us the actual work value of every batch of compound we make. 

Our Papers and Cloths are all tested and approved for strength and density 
before they are coated; and the work value of each sheet of Color Stripe Abrasive 
Paper and Cloth is known to be up to standard before it is offered for sale. 

In other words, I know today what I am selling to my friends—I know every article 
will do the work I claim for it, while at the start I was only guessing like any other beginner. 

The Clover Manufacturing Company is no longer a beginner; positive knowledge con- 
cerning every item is the rule with us, as with all well-established 
firms—and there is the answer to your question. 

If you would like to compare the latest in Grinding and Lapping Com- 
pounds or the latest developments in Sandpaper and Metal-Cutting Cloths 
with the ordinary run of stuff, just fill out the enclosed coupon—there is 
no charge, of course. 


| — La <n 
| E. B. GALLAHER: 

|, Clover Mfg. Co., Norwalk, Conn. 

| You may send me, without obligation: 





Sample Clover Grease- Mixed Gri nding Com- 


CLOVER MFG. CO., NORWALK, CONN., U. S. A. pound—the kind the Government is buying. 


| 
| _ ~ - 
SINCE 1903 | Clover Water-Mixed Valve-Grinding Compound 


__Inits class, there’s nothing better. _ 


| Green-Stripe Sandpaper. 











SANDPAPERS 
METAL-CUTTING PAPERS AND CLOTH 
AUTOMOBILE NICKEL PASTE 
METAL POLISHES [Name 
|| Address 


ne | Red-Stripe Turkish Emery Cloth—for polishing, 


Yellow-Stripe Aluminous Oxide Cloth—for cut- 
___| ting hard metals. The universal shop abrasive. 





CLOVER GRINDING AND LAPPING COMPOUNDS 


| Character of business 
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ARGER windows enable architects to build 
into the home the beauty of outside scenes— 
clear, attractive views that only the finest window 
glass can transmit faithfully and fully. They have 
discovered in Pennvernon Window Glass the out- 
standing qualities essential for brighter homes. 
Remarkable clearness and freedom from distortion 
are assured by the exclusive process of Pennvernon 
manufacture, which makes and keeps the glass 
perfectly flat throughout. 


building. No marring of the design by noticeable 
distortion. Pennvernon’s smooth, lustrous finish 
or both sides gives a lasting brilliance, which re- 
sults in 100% better reflection. 

Stock Pennvernon and profit from the recog- 
nized special qualities of this finer glass. It is 
available at the warehouses of the Pittsburgh Plate 
Glass Company in every leading city, and through 
progressive glass jobbers. For samples and 
our booklet describing Penn- 





More than this, large win- 


the Pittsburgh 


vernon manufacture, address ° 


dows glazed with Pennvernon 
Window Glass reflect the land- 
scape so truly and so clearly 
that they greatly enhance the 
architectural beauty of the 


Pennuernon 


flat drawn 


WINDOW GLASS 








Plate Glass Com- EEEE 


Building, Pitts- SWEET'S 


burgh, Penna. EBREZ 
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The Ebling Paint 
Department, Ken- 
more, N. Y., 
where a $2,500 
average stock is 
earried. 





A Big Changes 


66 AINT is our second big- 
est line,” says Henry Eb- 
ling of B. Ebling, Inc., of 

Kenmore, N. Y. Kenmore has a 

population of some 17,000, is 

immediately adjacent to Buffalo 
and is believed to be the fastest 
growing city or town in the coun- 
try. It is exclusively a residen- 
tial city, and women do the great 
bulk of the buying. At Ebling’s 
they constitute even a larger bulk 
than in many stores, for the Eb- 
ling firm in completely remodel- 
ing its store a year and a half 
ago, and in catering especially 
to women, has seen to it that the 
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that made a difference in this 
Paint Department... 


fair sex make this store its buy- 
ing headquarters when purchas- 
ing household goods, general 
hardware and paints and 
enamels. 

“We carry an average stock of 
$2,500 in paint,” continues Mr. 
Ebling. “So far this year (July 
31) we have turned over this 
stock just three times. We expect 
to equal and surpass the $12,000 
figure gained last year. 


“It might be well to start off 
this little talk by telling some- 
thing of the physical change we 
made in our paint department 
early in 1930. Realizing that our 
store had acquired a certain ob- 
solescence, we cut it right in half, 
added space to the rear of the 
store and in general gave our 
entire institution a complete and 
brand-new dress. The paint de- 
partment still retains its relative 
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position in the store, occupying 
the mid-section of the long wall 
‘space on the right as one enters, 
«but one comparing the ‘old’ with 
the ‘new’ will discern several 
striking changes. There is, first, 
the size of the department itself. 
The present set-up is smaller, 
more compact and more inviting. 
It is more colorful, better light- 
ed, both artificially and with nat- 
ural light, and has a distinct ‘wo- 
man’s appeal.’ We have cut down 
our stock quite materially and 
carry only a complete ‘working’ 
stock. In one kind of paint there 
might be found but one gallon, 
two quarts and three pints, and 
so on throughout the entire de- 
partment. This means that we re- 
order often, but this plan is far 
easier and more profitable than 
carrying a mass of stock that 
takes up valuable space and 
makes the section appear passive. 
Our stock is clean and we work 
hard to keep it so. 
Absence of Counters 
Noticeable Factor 


“Another noticeable factor is 
the absence of counters in front 
of the paint display. In reorgan- 
izing our store we did away en- 
tirely with aisles. We made our 
store a hardware cafeteria in 
every sense of the word. People 
can now get near the merchan- 
dise. They aren’t separated from 
the goods on display by a two or 
three-foot counter. Merchandise 
is readily accessible, and this 
factor promotes more intensive 
shopping and better and more 
buying. Our sales figures tell us 
we are right in this assertion. 

“The third big change was to 
price all our paints. This, of 
course, is right in line with the 
policy of ‘open display.’ Women 
and men, lingering in the im- 
mediate vicinity of paints, know 
the whole ‘story’ at a glance. 
Paints are highly segregated and 
each item carrying the price tag 
helps a great deal. 
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“The fourth big change in our 
paint department concerns the 
relative position of the brush 
section. Formerly brushes were 
at the extreme end of the depart- 
ment. Now they are in its plumb 
center. They have a position all 
their own and special, concealed 
lights play on this merchandise 
all the time. Our reason for giv- 
ing brushes such a prominent po- 
sition is based on the theory that 
practically all who purchase 
paint are interested in brushes. 
And while they are selecting 
their paint and buying it, if a 
merchant can so arrange his 
brush display in such manner as 
to constantly suggest brush pur- 
chases, many extra sales will be 
made. At the same time, a handy 
brush section affords an easy op- 
portunity to bring up the brush 
question. There is money to be 
made in the sale of brushes and 
we have hinged our entire paint 
department on this very same 
merchandise!” 

Ebling’s carry one_ general 
paint line. They also carry a 
number of lines of varnish, 
enamel and shellacs. These 
smaller lines include some of the 
less expensive merchandise that 
Ebling’s may ‘meet’ chain prices. 
Real selling is done, however, in 
the more standard lines, and 
these represent most of the de- 
partment’s business. All this 
brings us to the question of sell- 
ing. 

Their Brand of Selling 

Most Important 

The writer asked Mr. Eb- 
ling what the biggest thing was in 
connection with his paint busi- 
ness. Ebling instantly replied: 
“Our brand of selling.” 

“We aren’t mere order tak- 
ers,” he explained. “We don’t 
pay our help $10 a week to 
hand out merchandise. This is 
the practice followed in many 
stores around and about us. We 
sell! 


“Selling, as we understand it, 
means not only the transacting 
of a certain piece of business but 
it also involves the supplying of 
the customer with the informa- 
tion she needs in order to buy 
right, and in order to apply her 
purchase to best advantage. 


Average Customer Needs 
Advice on Paint 


‘Speaking of paint, the aver- 
age person doesn’t know what he 
or she wants. The customer has 
a vague idea but that is all. Now 
it is up to the store, it is up to 
the particular salesman to find 
out, in tactful manner, what the 
customer knows about paint; it 
is up to him to select the right 
item, and it is up to him to ex- 
plain its proper use. This is not 
done at the chains, it is not done 
in hundreds of independent hard- 
ware stores. We do it here in 
Kenmore and find that it gives 
us a wonderful repeat clientele. 
People come to depend on us 
for expert paint advice and we 
are here to give it to them. 


Divided Store Into 
Departments 

“We have divided our store 
into departments. While each de- 
partment has no regular selling 
personnel, there is one man or 
one woman in our store who is 
an authority in a given particu- 
lar line. It is he or she who 
handles the great bulk of the par- 
ticular department’s business and 
renders information service. In 
the tool department there is the 
‘tool man,’ and so in the other 
departments, viz., builders’ hard- 
ware, fishing tackle, paints, gen- 
eral hardware, housewares, etc., 
there is a man or woman who 
excells the other salesmen and 
saleswomen in his or her parttic- 
ular line. 

“My brother, Ed, has charge 
of the paint department. He is 
qualified to give expert advice to 
paint customers.” 
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Mlarvin’s 
Store 
Meeting 


All dressed up 
and somewhere 
a ae 





allotment of meetings to be de- 
voted to each main heading. Van 
Davis was on this committee, and 
at his suggestion May Garvin 
had been appointed an ex-officio 
member. 

Thus it was that while the bus- 
iness was experiencing its usual 
Friday lull, the committee was 
holding its final session in Mr. 
Marvin’s office. “Well, boys,” 


Mr. Marvin remarked pleasantly 
—“and you, too, Miss Garvin— 
I think we now have a fairly 
comprehensive and__ practical 
basis for a year vf constructive 
store meetings. After our 
Wednesday session, I asked Van 
and May to take our findings and 
arrange them in chart form. Now 
I want each of you to carefully 
check over this chart so that you 





by LLEW 8S. SOULE 


RIDAY was seldom a heavy 
business day at the Marvin 


Marvin Store Meeting Program 1932 


é - Meetings 

Hardware Store. The eee General Salesmanship............... 15 
ular trade was largely of a farm Selling {Speci RE MIND os 50 005505008 3 
nature, and the local farmers had a a ee . 2 20 
long since formed the habit of , ™ 

. _ ‘ Advertising 
making Saturday their big shop- Newspaper and Circular.. 1 
ping day. Usually they did So of oath aaa 
their trading in the afternoon Program, Souvenir, etc... 1 

SEUINID, ooswis'e'e Sha oss ane 1 


and remained in town to see a 


Loss Leaders, Special Sales 1 6 
picture show in the evening. eer 


; : ; Display 
This particular Friday was he Oe ne 1 
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no exception to the rule; never- Sales Promotion 

: Floor and Ledge......... 1 
theless the Marvin employees apni alien 1 
found plenty to occupy their Price atmosphere.......-. 1 5 


time. There was much to be done Store Arrangement 
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in the matter of preparing for the 1a : é 
heavy trading of the next day, Related Goods....0.0000. 1 
and there was also the store Sand cscesee. 8 
meeting to be considered. Bulky Goods............. 1 6 

On the previous Friday even- i 
ing the matter of a definite pro- eee | 
ARE Rh seas iemasee here Parink Buying Backward <c00sccesccice I 
ings had been vigorously dis- Checks on Buying................0005 1 
cussed. At that meeting it had 
been decided to group the va- neg rege ang tianans : 7 
rious topics under the four gen- Me chisisecsteuatay i 
eral headings: Selling, Sales Management ee a. : | 
Promotion; Buying, and Man- SES civocdeststucuseek oe z 
agement. Mr. Marvin had taken RODE FMOS. 506 scanwsbaatees eee 2 e 


careful notes of all suggestions Total 
and had appointed a committee 
to work with him in charting the 
program and making the proper 
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can either suggest changes, or 
ratify it as our report.” 

For the following half hour 
the committee gave careful con- 
sideration of the proposed sched- 
ule. Several changes in the top- 
ics under the general headings 
were suggested and finally the 
report was ratified as a whole. 
Mr. Marvin heaved a sigh of 
relief. “We'll adjourn now,” he 
said, “and give Miss Garvin an 
opportunity to put our report in 
typewritten form. I think May,” 
he added, “that you should make 
enough copies so that each em- 
ployee can have one for the meet- 
ing tonight.” “Very well,” said 
May, “I'll have it ready before 
the meeting opens.” 


Preliminary Work 
Completed 


Promptly at 8 o’clock that 
evening the, entire sales force of 
the Marvin Hardware Co. assem- 
bled in the usual place near the 
rear of the main sales room. Mr. 
Marvin himself presided and af- 
ter calling the session to order, 
said: “This meeting tonight is 
the final one of the old type. Our 
preliminary work is over. It has 
been very beneficial to us all, 
but it has shown us the need for 
something more specific in the 
way of a program; something 
that will insure a_ progressive 
study of the things pertaining to 
this business. We have been 
driving at random, but now we 
have a definite goal and a road 
map. At our last meeting we 
drew up the ground work of a 
plan and appointed a committee 
to whip that plan into concrete 
form. The committee has fin- 
ished its task, and I will ask Van 
Davis to make the report.” 

Van arose and faced the 
group. “There isn’t much I can 
give you in the way of a verbal 
report,” he said. “The commit- 
tee has taken the main headings 
adopted last week and _ has 
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broken them down into various 
sub-heads which form the topics 
for a year’s program. It has 
also made an allotment of meet- 
ings to cover the various main 
subjects. It is not expected that 
this program is 100 per cent per- 
fect; it may be advisable later 
to make changes in order to cover 
live subjects which may come up. 
Our charted schedule, however, 
does give us a substantial foun- 
dation for an educational pro- 
gram covering the things we are 
most interested in. 

“Miss Garvin has made each 
of you a copy of the completed 
chart, and I will ask Jim Daley 
to pass them around. Meanwhile 
I suggest that Mr. Marvin declare 
a short recess while you study the 
report.” Mr. Marvin quickly 
adopted the suggestion, and for 
10 minutes Van and Charlie 
went from one to another ex- 
plaining the form and answering 
the questions which arose. Then 
when the session again came to 
order, Bill Higgins addressed 
the chair. ‘Mr. Marvin,” he 
said, “I think the crowd will all 


agree with me that the commit- 
tee has arranged a mighty good 
program. I move that the re- 
port be adopted, and that it be 
put into effect at our next meet- 
ing.” “Second the motion,” 
said Jim Daley. The chairman 
then put the motion to a vote, and 
it was carried unanimously. 
“Now,” said Mr. Marvin, 
‘since the program has_ been 
adopted, I suggest that we con- 
tinue to conduct the meetings as 
we have been doing; that each of 
us in turn act as chairman, select- 
ing one of the topics from the 
program and handling the dis- 
cussion of it. I believe it is 
Charlie Hanson’s turn to preside 
next Friday evening. You may 
choose any subject you wish 
from the chart, Charlie, but my 
suggestion is that we start with 
something pertaining to selling.” 
“That suits me,” said Charlie 
quickly. “I have a cousin who 
conducts the School of Salesman- 
ship, sponsored by the General 
Products Co. for dealers and 
handling the General 


(Continued on page 23) 
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The sales force of the R. J. Atkinson store in Brooklyn assembled after 
a store meeting 
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What to Do When a Fire 


Give immediate notice, in 
writing, of any loss to all 
the companies whose pol- 

icies are involved in the loss. 

2. Protect the property from 
further damage. 

3. Separate the damaged and 
undamaged personal property. 
Put it in the best possible order 
and make a complete inventory 
of the same, stating the quantity 
and cost of each article and the 
amount claimed thereon. 

4. Within 60 days after the 
fire—unless such time is extend- 
ed in writing by the company— 
render each company a state- 
ment, signed and sworn to, stat- 
ing your knowledge and belief as 
to the time and origin of the fire; 
your interest and that of others, 
in the property; the cash value 
of each item thereof and the 
amount of loss thereon; all in- 
cumbrances on the property; all 
other insurance; whether valid or 
not, covering any of said prop- 
erty; a copy of all the descrip- 
tions and schedules in all polli- 
cies; any changes in the title, use, 
occupation, location, possession 
or exposure of said property 
since the issuance of the policy; 
by whom and for what purpose 
any building described in the 
policy and the several parts 
thereof were occupied at the time 
of the fire. 

Furnish, if required, verified 
plans and specifications of any 
building, fixtures or machinery 
destroyed or damaged. Also, if 
required, furnish a certificate of 
the magistrate or notary public 
(not interested in the claim as a 
creditor or otherwise, nor related 
to the insured) living nearest the 
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place of fire, stating that he has 
examined the circumstances and 
believes that you have honestly 
sustained loss to the amount he 
certifies. 

5. As often as required, ex- 
hibit to any person designated by 
the insurance company all that 
remains of any property de- 
scribed in the policy, submit to 
examinations under oath by any 
person named by the company, 
and subscribe to same; also pro- 
duce for examination all books 
of account, bills, invoices and 
other vouchers, or certified copies 
if originals be lost, at such rea- 
sonable place as may be desig- 


nated by the company or its rep- 
resentative, and permit extracts 
and copies thereof to be made. 

6. In event of disagreement as 
to amount of loss, the same shall 
be ascertained by two competent 
and disinterested appraisers; the 
assured and the company each se- 
lecting one, the two chosen se- 
lecting a competent and disin- 
terested umpire. The appraisers 
should make an estimate of the 
loss, setting forth the value and 
damage, and failing to agree 
should submit their differences 
to the umpire. The award in 
writing should determine the 
amount.of such loss. 


What to Do When Taking 
Out Fire Insurance 


1. Ascertain from your State 
Insurance Department the condi- 
tions and loss paying qualifica- 
tions of the insurance company. 

2. Have full knowledge of the 
amount of stock you have on 
hand and its value. Invoice of 
stock should be carefully taken 
so that insurance covers goods in 
all parts of the building ade- 
quately, including fixtures. 

3. Have books in such shape 
that they can be checked in case 
of fire. Keep books in fireproof 
safe or vault, when not in use. 

4. If insurance is to apply on 
building, have competent archi- 
tect or contractor make a written 
estimate of its value, allowing 
depreciation for time it has been 
built. Keep this estimate in fire- 
proof vault or safe deposit box 
with policies. 

5. Be sure title and location 


are correct. Have. risk number 
and lot number in accordance 
with records at county seat. The 
wrong number set forth in a map 
of any location will give cause 
for dispute in settling any fire 
loss. m 

6. Read policy carefully, es- 
pecially that part dealing with 
the liability of insurer and in- 
sured. 

7. Make sure that all your in- 
surance is concurrent, which 
means that the form of coverage 
for all policies on stock or all 
policies on building are identi- 
cal. The wording on the form 
for buildings differs from that 
on stock. 

Find out the proper form to 
cover stock, fixtures, buildings 
and dwelling, and be sure that 
such forms are attached to all 
policies. Be sure that any in- 
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dorsements _ whatever 
on one policy are at- 
tached to all policies. 
Be sure that written 
portions of all policies 
covering the same 
property read exactly 
alike. 

8. Be sure you un- 
derstand the coinsur- 
ance clause. If you have applied 
the 80 or 90 per cent coinsurance 
clause on any policy see that it 
applies on all policies. 


9. Keep all fire insurance pol- 
icies in a fireproof vault or in a 
bank safe deposit box, and make 
a careful record of each of your 









policies separately. 

10. Remember you 
are entering into a con- 
tract with the insur- 
ance company, and 
that a contract for fire 
insurance is as impor- 
tant as one for the pur- 
chase of any real prop- 
erty. Also remember 
that a policy may be canceled at 
any time, at the request of the 
assured, or by the company, by 
giving five days’ notice. 


Marvin’s Store Meetings 


Products line. I think I can get 
him to give us the first lesson, 
and I’m sure I can get a copy of 
the course for us to work by. 
I'll call him up_ tomorrow.” 
“Fine,” said Mr. Marvin, “and 
now I think we had best adjourn. 
I know it is only 9 o’clock,” he 
added, “but I have just received 
a note from a lady you all know, 
inviting us to have ice cream, 
cake and coffee at the Marvin 
home. Shall I accept the invi- 
tation?” 

The roar of approval put at 
rest all imaginary doubts on the 
subject. “The ayes have it,” he 
announced with a smile. “Come 
on, let’s go.” 

Some time later as May and 
her escort stood at the Garvin 
gate preparatory to _ saying 
“good night,” Van remarked en- 
thusiastically: “Say, but Mrs. 
Marvin is a fine woman. She’s a 
lot of help to Mr. Marvin, and 
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(Continued from page 21) 


she seems to take such an inter- 
est in the store.” “A good woman 
always takes an interest in her 
husband’s_ work,” said May 
thoughtfully. “I’m going to try 
to be more like Mrs. Marvin.” 

“Gee,” said Van, “you won’t 
have to try. I think taking an 
interest in others comes natural 
to you; you’ve helped me a lot 
—and say,” he went on grinning 


appreciatively, “I haven’t been 
near a pool hall or a picture show 
for over a week, and I’ve fin- 
ished the first two lessons of that 
window trimming course.” 
“Really,” said May, her eyes 
sparkling saucily: “Well, Mr. 
Smarty, do you know what I’ve 
been doing? Just as mother. 
She says I’m going to make a 
wonderful cook.” 








EXT WEEK we begin our 
series of articles on the sub- 
ject of illumination. 
article, by J. F. O’Brien, deals with 
show window lighting. Watch for 
it and profit by it. 


The first 
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law and a 
note on legal matters 


Fifth of a series of arti- 
cles about your liability 
as a merchant by this 
author who is an attor- 
ney and counsellor at 


writer of 


Applying the Law to 
Children... 


NE of the easiest ways for 

a merchant to get himself 

into a peck of trouble, and 
perhaps open the doors wide for 
serious loss is to take the law in 
his own hands in relation to pun- 
ishing children who may be ac- 
cused of pilfering in his store. 
Cases of this kind frequently 
arise and may sorely tempt the 
merchant to “teach them a les- 
son,” without recourse to the 
proper authorities. 

However, any procedure of 
this kind that involves an ac- 
cusation or detention of a child 
for theft is dangerous for the 
merchant because, in taking the 
law in his own hands, he may be- 
come a law violator himself, and 
this whether his complaint 
against the child is well founded 
or not. The possible danger to 
a merchant in overreaching him- 
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self in a situation of the charac- 
ter may be illustrated by the fol- 


lowing. 
Merchant Detains Child 


In one case of this kind, a girl 
12 years of age was sent to a 
retail store to buy certain ar- 
ticles. While there she was seen 
to have a piece of candy that the 
merchant assumed she had taken 
from the counter without paying 
therefor, though the girl claimed 
she picked it up from the floor. 
The merchant declined to accept 
this explanation, and proceeded 
to punish her by holding her a 
prisoner for a little while in a 
back room, where he invited nu- 
merous persons to view her as 
one who had been caught steal- 
ing. 

Doubtless the merchant had 
the girl’s own good in mind, and 


to bring to her attention a real- 
ization that honesty was the best 
policy, but her parents failed 
to appreciate this view. They 
brought suit for damages for ma- 
licious assault against the mer- 
chant, and a jury returned a ver- 
dict for $1,500 the judgment 
thereon being affirmed upon ap- 
peal. A rather stiff price to pay 
for an error in judgment in deal- 
ing with a child; but let’s take 
another case. 

Here a girl 14 years of age 
accompanied her mother to a 
store, and while the latter made 
some purchases roamed up and 
down the counters. The mer- 
chant thought he saw her take an 
article from a counter, and as 
she walked away he rushed up 
to her, accusing her of theft. This 
was done in the presence of a 
number of people, the girl was 
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MERCHANT... 


by LESLIE CHILDS 








badly frightened, and when the 
merchant took a second look he 
saw he had been mistaken, since 
the girl had nothing in her hand 
but her pocketbook. The girl’s 
mother arrived on the scene at 
this time, and they left the store, 
but that did not end the matter. 
Thereafter the girl brought an 
action for slander against the 
merchant, and as an element of 
damages offered evidence to the 
effect that the report that she had 
been accused of theft was widely 
talked about among her school 
friends; that her feelings and 
reputation were injured thereby, 
and she became an object of un- 
favorable comment by a wide 
circle of people. On the above 
state of facts, the .girl was 
awarded a judgment for $2,500, 
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What may seem 
to you a trifling 
incident may 
easily come back 
to you with very 
serious conse- 
quences. The in- 
cidents illustrated 
here are matters 
of record and 
cost the  mer- 
chants in ques- 
tion heavy dam- 
ages — $1,500 in 
one instance and 
$2,500 in  an- 


other. 


and, mind, this grew out of a 
rather mild accusation of theft 
by the merchant, since he made 
no effort to restrain the girl or 
deprive her of her liberty. 


Conelusion 


The law reports contain many 
cases of this character, in which 
merchants have been held liable 
in substantial damages for their 
attempts to punish children for 
theft and other petty offenses 
committed upon the premises. In 
some of the cases the merchants 
have slapped boys or girls of 
tender years whom they caught 
pilfering, and hustled them off 
the place with a warning not to 
repeat the offense. And even for 
action of this kind, which was in 
fact done for the child’s own 
good, merchants have been held 


liable. 


















So, as a general rule, it’s a 
good policy to leave the correct- 
ing and reproving of children 
where it properly belongs, to 
their parents. Or, if the case is 
serious enough to report it to the 
proper police authorities, and let 
them decide upon and take what- 
ever action they may think the 
situation merits. 

Of course, this does not mean 
that a merchant should stand idly 
by and permit young boys or 
girls in their teens to loot his 
place of business without protest. 
But it does mean that he should 
be very cautious about applying 
positive corrective measures that 
involve an accusation of theft or 
the striking or detention of such 
offenders, because such action on 
his part may quite easily lead to 
liability all out of proportion to 
the loss sustained. 


Iwo merchants would have saved $4000 
had they known what this article tells 


you. 


Every month, third issue, Hardware Age 
publishes an article by Leslie Childs on 
your liability as a merchant. 
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“InpusTRY MUINDED 


By SAUNDERS NORVELL 


HE title of this article does 
fhe suit me, but it is the 

best I can think of just now. 
The idea I mean to convey by this 
title is where a merchant, manu- 
facturer, jobber or retailer thinks 
about his industry as a whole, in- 
stead of thinking only about his 
individual business. There is a 
decided lack of “industry think- 
ing” in the United States, and this 
fact has been the cause of many 
of our troubles. The “smart 
Alec” never thinks of the welfare 
of the industry in which he is en- 
gaged. He always figures that 
by hook or by crook, by some 
shrewd method, he can gain an 
advantage over his competitors. 
These smart fellows are not wise, 
nor are they farsighted.  Fre- 
quently of course they do gain 
some small advantage. But in 
the long run by their methods 
they just as frequently destroy 
their own industry and pull the 
house down on themselves as 
well as their competitors and cus- 
tomers. 

Unfortunately, many of this 
class of merchants at conventions 
and meetings and in their cor- 
respondence emphasize their loy- 
alty to the industry. They wish 
to arrange matters so an umbrella 
will be held up over them, while 
they do their subterranean work. 

One outstanding illustration of 
how an industry was completely 
destroyed because those in the in- 
dustry could not and would not 
see the handwriting on the wall, 
is the industry of distilling and 
brewing. The history of what 
preceded prohibition makes very 
interesting reading. The gentle- 
men manufacturing liquor both 
hard and soft, became so inflated 
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with their own power and impor- 
tance that they lost all sense of 
proportion. They went into poli- 
tics. They attempted to handle 
legislatures, and in the meantime 
they were playing all kinds of 
games with each other. A care- 
ful reading of the history of pro- 
hibition shows clearly that the 
liquor interests themselves, by 
the manner in which they handled 
their industry, were in a large 
measure responsible for the de- 
struction of their industry. I have 
not only read this in books on the 
subject, but I have been told it 
by several leading brewers and 
distillers. 


Hard Hit Mentally 


The present depression in the 
United States in a mental way is 
hitting our citizens harder than 
the depression is affecting the 
citizens of any other country. As 
a matter of fact, with all of our 
wealth and the hangover of all 
of our prosperity, the citizens of 
the United States have been 
harder hit mentally than the Eng- 
lish, the German or the French. 
These foreign countries are not 
taking their depression as hard 
as we are. They are not com- 
mitting suicide on account of 
their losses as we are doing. 
They are still, in a-way, enjoying 
life and they are far happier to- 
day than the people in this coun- 
try. The reason for this is that 
these foreign people have not 
been obsessed with their own 
pride and conceit as we have. 
What is hurting the Americans 
today in their losses, is not so 
much the loss of money or of 
physical comforts, but their pride 
is hurt. They cannot throw out 


their chests and boast of their 
successes. A bowl of humility 
soup is not palatable to the aver- 
age ‘‘Main Streeter.” 

To my mind, in their relation 
to life, the most logical, practical 
and wise nation in the world is 
the French. The mass of the 
French people are not obsessed 
with overpowering ambitions. 
The average Frenchman has sim- 
ple tastes and lives well within 
his income. The French as a na- 
tion are not speculators. They 
are careful investors. They of 
course are one of the most artistic 
peoples in the world. They take 
a large part of their joy in art, 
which of course only means the 
things that express beauty. The 
Frenchman enjoys wit, good 
jokes, irony, satire and above 
all things, the art of conversation. 
He gets a great deal out of life 
from very little. He is not a 
hypocrite. He does not ignore 
the facts of life, but accepts them. 
In a lesser degree these things 
are true of the British. The mass 
of the British people are not car- 
ried away by their personal am- 
bitions. These things in a still 
lesser degree, are also true of the 
Germans. 

Now how does all of this apply 
to the hardware business? The 
answer is, if we are to stabilize 
business, if we are to have a fair 
measure of happiness and con- 
tentment in doing business, there 
must be some check on overbear- 
ing, personal ambition and some 
thought of the welfare of the in- 
dustry as a whole. 

The careless, indiscriminate 
price cutter must be curbed. Of 
course, faced with the Sherman 
law and the Clayton Act, any 
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agreements that are entered into 
to maintain prices, are a con- 
spiracy in restraint of trade. It 
is against the law. Therefore, 
it cannot be done without the 
danger of suffering penalties. 
The working of the Federal Trade 
Commission is well known to all. 
As merchants we cannot become 
a nation of law breakers. How- 
ever, beyond all law there is such 
a thing as common sense and bet- 
ter education of all of our mer- 
chants as to their responsibilities 
to the general welfare of the in- 
dustry in which they are engaged. 
Manufacturers, jobbers and re- 
tailers, before cutting prices, 
should carefully consider what 
they are doing, and where it will 
all end. 

Several years ago, when sales 
were booming, in an article in 
these columns, we coined the ex- 
pression “Profitless Prosperity.” 
Even at a time of prosperity, 
when merchants should all have 
been making money and laying 
aside a surplus for a rainy day, 
prices were being cut. Goods 
were being sold without a satis- 
factory profit. So, when the de- 
pression hit many industries, 
there was no accumulated fat. 
There was no back log. There 
was no surplus to fall back on. 
And therefore when there was a 
reduction in volume of sales, in 
addition to cut prices many mer- 
chants found themselves in an in- 
tolerable position. They would 
not have been in this position if 
during the prosperous years, their 
thinking in regard to profits had 
been wise and sane. No one 
knows just what 1932 will bring 
forth in industry. We don’t know 
whether we will have a fairly 
good year, or a poor year. Many 
are hoping for better times. 
There are many factors that we 
cannot control, but there is one 
factor that each one of us can 
control in our own business, and 
that is the factor of sané and rea- 
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sonable price making. That is 
one thing that we can do. 

Years ago, in the jobbing busi- 
ness for instance, no one ever 
felt, just because occasionally 
they ran across an extreme price, 
that it was then absolutely neces- 
sary to forthwith cut the price on 
the entire line to everybody. In 
those days, when a salesman ran 
across a cut price that he was not 
authorized to meet, he passed the 
item and sold other goods. In 
recent years, however, there 
seems to be the idea among man- 
ufacturers, jobbers and retailers 
that if anybody makes a cut price 
to one of their customers, or in 
their particular territory, then 
immediately it is up to them to 
make this cut price to everybody. 
It stands to reason if this idea is 
to prevail, if every small concern 
that cuts a price, is able to estab- 
lish the price for the whole coun- 
try, then of course we can never 
have satisfactory business. 

Take an industry, for instance, 
where one manufacturer produces 
and sells say 15 per cent of all 
the goods that are sold in that 
line. Is it reasonable, because 
this manufacturer either on ac- 
count of inordinate ambition, or 
on account of some financial dif- 
ficulty, should cut the price, that 
all of the other manufacturers 
selling 85 per cent of the goods 
sold in that industry should im- 
mediately meet the price put out 
by this 15 per cent producer? 
That thought seems to be absurd, 
but as a matter of fact, it is some- 
thing that is happening in the 
trade all the time. One manufac- 
turer proudly boasted to me on 
one occasion that he only sold 
one-tenth of the goods in his line. 
“But” said he, “I can cut the 
price, and while I am only losing 
one dollar, as a result of the cut 
my competitors are losing ten dol- 
lars. That,” said he, “is the 
strength of my position.” 

Just recently a manufacturer 


dropped in to see me to talk over 
a certain situation. It was not 
in my line, but was in regard to 
a line of goods with which I hap- 
pen to be very familiar. His 
whole talk was about prices. This 
manufacturer was full of the idea 
of price cutting and nothing else. 
Finally I said to him, “How many 
manufacturers are there in this 
country in your line?” He said, 
“About six.” Then I inquired, 
“What do you know about the in- 
ventories these six manufacturers 
have on hand?” It afterwards 
developed that these six manu- 
facturers already had stored in 
their warehouses enough of this 
particular line of goods to supply 
the country for a year and a half. 
Notwithstanding this condition, 
each of the six manufacturers 
was producing, their factories 
working about half time. An 
analysis of their industry of 
course developed the fact that the 
first thing necessary in order to 
stabilize the industry, was to stop 
manufacturing, or at least reduce 
manufacturing to the lowest pos- 
sible basis and still hold a skele- 
ton force. The next thing was to 
move inventory and cut it down 
to a healthy basis. Of course 
the third thing was, if possible, to 
maintain a price that would at 
least show a small profit while 
inventories were being reduced. 
In this industry, the situation that 
existed, was that goods were be- 
ing sold at less than cost and be- 
cause production was being kept 
up, the large inventories that 
overhung the market were not be- 
ing substantially reduced. Every 
one of the concerns in this indus- 
try was for sale at a bargain. 
The item this industry manu- 
factured is a comparatively staple 
one. It is a necessity in this coun- 
try. A large volume is sold. But 
the industry itself is in a deplor- 
able condition, simply because 
the head men in this industry 
were not “industry minded.” 
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DEAS for window 

arrangements are 

the important 
things these days. 
It is for this reason 
that we select the 
best windows avail- 
able for the inspira- 
tion of our window 
dressing readers. 
Here are four that 
have made a success- 
ful appearance in 
other cities: The 
housefurnishings win- 
dow at the top of 
this page was used 
by Morehouse & 
Wells, Decatur, Ill. 
Their windows are 
dependably good. 
The paint window at 
the bottom of the 
same page comes 
from The Boonville 
Implement Co., Boon- 
ville, Ind. 
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A good example of 
a display restricted to 
one item is that of 
the American Ave. 
Hardware Stores, 
Long Beach, Cal., on 
this page. The laun- 
dry hamper window 
from this store cer- 
tainly has a direct 
appeal and its draw- 
ing power will be 
easy to measure. 

The window at the 
bottom of the page is 
an excellent example 
of a paint display 
with just enough 
household atmos- 
phere to help the cus- 
tomer visualize new 
arrangements in her 
home. Paint is skill- 
fully arranged so 
that it does not ex- 
cessively force itself 
upon the display stage, yet it loses 
none of its prominence. The un- 
painted items placed in an uncrowd- 
ed arrangement suggests a room of 
pleasing proportions and the color- 
ful chintz, the flowers and the lamp 
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all lend a helping hand to the cus- 
tomer’s imagination. 

In all four windows there are sug- 
gestions for seasonal displays. Our 
reproductions are chosen for their 
high grade arrangement, their re- 








producing clarity and_ seasonable- 
ness. They have been used in the 
better class retail stores in a variety 
of locations. Use them. They will 
help you to larger sales and greater 
profits. 
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Its Time to Talk About 


T this season of the year 
A housewives spend more 
thought upon the home 
than at other seasons, and for 
this reason now is an opportune 
time to present the lines of mer- 
chandise suggested here: paint 
and lamps. 

Next week’s suggested win- 
dows will feature housefurnish- 
ings, but in order to lead up to 
this let us consider paint. Very 
often when the housewife has 
been persuaded to repaint tables 
or chairs she is more easily in- 
terested in other items for the 
beautifying of the home. Fresh 
paint is a great awakener which 
makes other housefurnishings 
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Start with a Paint Window and 


a Lamp Display for this week 


look shabby. The natural re- 
action is to replace them. Paint 
makes them shout for replace- 
ment every day and every hour. 

So lef’s put in a good paint 
window this week as a prepara- 
tion for housefurnishings next 
week. This window is very sim- 
ply arranged, but can be very 
colorful and striking. The crepe 
paper at the ends of the window 
may either be varicolored or it 


may be made of the various 
shades of the same color. You 
can start the fan with a dark 
shade of brown and graduate it 
to a buff tint at the other ex- 
tremity of the fan, or you may 
use several of the warm colors 
making each segment a different 
color. 

The main poster can be done 
on a piece of compoboard (to 
make it self-supporting). The 


HARDWARE AGE 











PEEPS 


5 es Ss ae eee 






























There Ig Always 




















Room 
For A Beautiful Lam 

















































(XA) 











t} New Things for the Home 


«2 SUS prem 





color suggestion for this poster 
is light gray with the upper and 
lower groups of lettering in red. 
The line, “Select from these 
fine,” may be in white letters 
to relieve the other colors. The 
band of color across the back- 
ground is crepe paper. The mer- 
chandise will, of course, lend a 
note of color, also. 

The lamp window is the first 
step with which to follow up the 
advantage when the paint sale 
has been made. Freshly painted 
furniture or walls will pave the 
way for an occasional new lamp. 
The step effect may be made by 
piling up empty cartons to form 
the steps and then covering with 
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crepe paper or other covering 
material. The slogan, “There is 
always room for a_ beautiful 
lamp,” is lettered across the face 
of the arrangement. The shades 
and flashlights are given a spe- 
cial place in the display by 
means of the individual card 
backgrounds. 

As in previous articles on win- 
dow display, we again remind 
you of the necessity for abso- 
lutely clean window glass and 
adequate lighting. Both of these 
things are important enough to 
warrant special attention. 

Next week HarpwarRE AGE 
will carry an informative article 
on the subject of show window 


illumination. It will be written 
by an authority on the subject. 
It is the first of a series of arti- 
cles to appear each month in 
these pages. You will be shown 
how to eliminate the shadows 
from across the street which 
cause the merchandise to lose 
most of its attracting power; how 
to make better illumination bring 
added sales and how it increases 
profits by helping the sales of 
higher grade merchandise. 

With good displays in your 
windows, proper illumination 
and store displays and advertis- 
ing to back them up, you will be 
able to make your 1932 business 
more satisfactory. 
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The Dupe and the Discount 


by LLEW 8S. SOULE 


fought out on two lines—scientific merchan- 

dising and price. The winners will be those 
who rank highest in efficiency, because merchandise 
efficiency will eventually find a way to obtain the 
required merchandise at the necessary prices. 
Meanwhile the successful retail hardware merchants 
of the next few years will find their profits due as 
much to the elimination of waste and expense, as to 
any acquired advantages in price. 


Ake competitive battle of the future will be 


We still have much to learn from the policies and 
methods of the chain stores. One of their profit ad- 
vantages lies in their policy of maintaining one price 
to all. Their merchandise is plainly marked as to 
price, and all prices are set by the general manage- 
ment. Local managers have no authority to give 
discounts—their job is to get the established price. 
There are no exceptions to the rule; no deviations 
from set prices, direct or indirect. Meanwhile their 
price policy is never camouflaged by the giving of 
special discounts to favored customers. All dollars 
look alike to the chain store manager. 


The average independent merchant, however, is 
beset with special reasons for special prices to 
favored individuals. State or municipal employees, 
police or firemen, factory workers, employees of 
other stores, purchasing agents and all their relatives 
and friends seem to be able to get special discounts 
from retail prices on goods for personal needs. This 
discount has no connection with quantity purchases; 
there are sound economic grounds for a price range 
depending upon quantity. The one we refer to is 
a discount of preference only. 


It is difficult to understand how the practice of 
preferential discounts ever gained a foothold in re- 
tail stores. We can readily see the reasons for an 
earned discount, such as one for cash or for estab- 
lished quantity prices, open to all customers. We 
fail, however, to see any logical reason why a man’s 
position in life or his type of employment should 
entitle him to buy his personal needs at prices below 
those accorded to his fellows. 


There is certainly no law of economics which jus- 
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tifies a merchant in adopting a preferential price 
policy. Asa business man, he must obtain a legiti- 
mate average profit on the merchandise he sells. He 
has no moral right to accept less from certain favored 
patrons and demand more from equally good but 
less favored customers. Such a course naturally 
brings down his profit average and makes it more 
difficult for him to meet his competition. 


In some cases those using the preferential dis- 
count have given as an excuse “that it is a matter of 
charity.” If so, the method of procedure is wrong. 
Donations should be made outright in cash or mer- 
chandise and charged to whatever account is set up 
to cover such expenditures. If the special price is 
accorded as a reward for service, the action is un- 
businesslike and unwise. If a service is worth 
money to a merchant, he should pay for it on a 
definite basis, and not by means of a subterfuge 
which may involve under payment or over payment. 


The fact is that under any policy of preferential 
discounts the margin Of profit becomes an unknown 
factor. At the same time the regular selling price 
becomes a delusion, fooling no one but the merchant 
himself. When a preferential discount is given to 
any person or group of persons, it is only a matter 
of time until the fact becomes generally known. It 
can no more be hidden than ean the store itself. 
The average man loves to boast about his influence, 
and the merchant’s admonition—“Don’t mention this 
to any one”—merely adds to his desire to spread the 
news. 


Meanwhile customers who are not so favored, natu- 
rally do one of two things: Either secure similar dis- 
counts or trade elsewhere. Thus the special dis- 
count becomes general and profits shrink. 


In the days ahead it will be hard enough to meet 
chain competition without adding unnecessarily to 
the burden. It will be difficult enough for the hard- 
ware dealer to get his buying prices down to a fair 
competitive basis. Why throw away legitimate mar- 
gins? There is no place in scientific merchandis- 
ing for the unfair, unwise, uneconomic and unprofit- 
able preferential discount. 
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MERGE THREE FIRMS 
TO FORM C-K-R CO. 


The C-K-R Co., 1227 Prospect 
Ave., Cleveland, Ohio, was re- 
cently formed by the merger of 
the Cronk & Carrier Mfg. Co., 
Montour Falls, Ohio; the F. E. 
Kohler Co., Canton, Ohio, and 
the J. F. Rittenhouse Mfg. Co., 
Akron, Ind. Contributing causes 
to the merger were the death of 
Fayette Nims, president, the 
Cronk & Carrier Mfg. Co., and 
the desire of F. E. Kohler, presi- 
dent, the F. E. Kohler Co., to 
retire from active business due 
to advancing years. All plants 
will continue to be operated, with 
no change in the articles that 
the different companies manu- 
factured and with no changes in 
labels or trade names. 

E. H. Branning is president 
and W. J. Wetmore is secretary 
and treasurer. Mr. Branning was 
an officer of the Rittenhouse 
company, while Mr. Wetmore 
was an officer of the Cronk & 
Carrier company. 

All communications should be 
addressed to the Cleveland office. 


HUDDILSTON WITH SALES 
DEPT., U. S. STAMPING 


H. T. Huddilston, Cleveland, 
Ohio, formerly with the Strong 
Manufacturing Company, has 
joined the sales department of 
the United States Stamping 
Company, Moundsville, W. Va. 
He has long been identified with 
the enameled ware industry and 
will devote his efforts in the 
Ohio territory. 


MORTON HEADS MAKING 
OF NEW DU-ALL LINES 


Ralph F. Henn, president and 
general manager of The Du-All 
Mfg. Co., Geneva, Ohio, an- 
nounces the broadening of its 
line, to include paint brushes 
and household brushes. R. A. 
Morton who has had fourteen 
years’ experience in the manu- 
facture of brushes will be in 
charge of the production. 

The household line will con- 
sist of vegetable, sanitary, spoke, 
percolator, fender, scrub, gar- 
age, floor, wall, bottle and radi- 
ator brushes. Two price lines 
of brushes will be manufactured. 
Paint, flat varnish and wall 
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brushes, sash tools, paper hang- 
er, etc., will also be made. 


P. E. BARTH IS V.-P. 
OF SARGENT & CO. 


At the Jan. 8 meeting of the 
board of directors of Sargent & 
Co., New Haven, Conn., P. E. 
Barth was elected vice-president. 
He will retain his position as 
general sales manager of the 
company and as a director. In 





P. E. BARTH 


1929 he entered the Sargent or- 
ganization as manager of the 
Chicago office and warehouse 
and in 1930 went to the factory 
in New Haven as general sales 
manager. In 1931 he became a 
member of the board of directors 
of the company. 

His long experience in the 
hardware field has built for him 
a wide acquaintance. For twenty 
five years he was associated with 
the Simmons Hardware Co., St. 
Louis, Mo., and prior to joining 
the Sargent organization he was 
general sales manager for the 
Western Cartridge Co., E. Al- 
ton, Ill. 


TURNER & SEYMOUR BUY 
SMITH & EGGE MFG. CO. 


The Turner & Seymour Mfg. 
Co., Torrington, Conn., chain 
manufacturers have just  pur- 
chased the Smith & Egge Mfg. 
Co. of Bridgeport, Conn. Smith 
& Egge are well known as manu- 
facturers of sash chain. More 
than 40 years ago Frederick 
Egge invented an automatic ma- 





chine for making sash chain 
which made possible the hanging 
of windows with sash chain and 
put the manufacturer of it on a 
commercial basis. 

Some years ago the Turner & 
Seymour Mfg. Co., started man- 
ufacturing sash chain after ab- 
sorbing the Atlantic Chain Co., 
Brooklyn, N. Y. The equipment 
of the Smith & Egge Mfg. Co. 
will immediately be moved io 
Torrington, but there will be no 
delay in filling orders. througi 
the Smith & Egge Mfg. Co. 
Division of The Turner & Sey- 
mour Mfg. Company. The qual- 
ity of Smith & Egge products 
will be continued. 


W. H. ZINSSER ADDRESSES 
BUFFALO PAINT CLUB 


William H. Zinsser, president, 
The William H. Zinsser Co., 
New York City, spoke to mem- 
bers of the Buffalo Paint, Oil & 
Varnish Club at the Jan. 8 meet- 
ing, held at the Buffalo Statler 
Hotel. His subject was “Cut 
Throat Competition.” R. W. 
Burleigh, president of the club, 
was toastmaster. 

More than fifty members and 
guests attended the dinner. 


BRAGER BROS. ARE_ IN 
NEW HEADQUARTERS 


Brager Bros., Inc., manufac- 
turers of display fixtures and 
store equipment, are in their 
new quarters at 146 W. 26th St., 
New York City. Six complete 
store windows of varying sizes 
and appearances have been in- 
stalled in the new offices, which 
occupy a space 80 by 18 feet. 


W. G. BEAN PURCHASES 
DROZ HARDWARE STORE 


Walter G. Bean recently pur- 
chased the hardware and coal 
business of Frank M. Droz, 501 
North Fourth Street, Fairfield, 
Iowa. Mr. Bean was a member 
of the firm of Rodabaugh & 
Bean, hardware merchants, who 
were located on the south side 
of the square in that town for 
many years. Mr. Bean intends 
enlarging the stock of the store. 





DEVENS IS PRESIDENT 
OLIVER IRON & STEEL 


Henry F. Devens has been 
elected president of the Oliver 
Iron & Steel Corp., Pittsburgh, 
Pa. In 1930 he became vice- 
president and general manager 
of: sales, having been for six 





HENRY F. DEVENS 


years previous to that, vice-presi- 
dent in charge of operations vf 
the Morris & Bailey division ef 
the company. His first connec- 
tion with the iron and steel in- 
dustry was with the foundry de- 
partment of the Yale & Towne 
Mfg. Co., Stamford, Conn., in 
which he later became purchas- 
In 1900 he went in 
a similar capacity with the 
National Cash Register Co., 
Dayton, Ohio. Six years later 
he joined the sales department 
of the Superior Steel Co., Pitts- 
burgh, Pa., from which he re- 
signed in 1923 as vice-president. 


ing agent. 


DAVIS AGAIN HEADS 
WAYNE AGRICULTURAL 
At a meeting of the board of 

directors of Wayne Agricultural 
Works, Goldsboro, N. C., D. Wil- 
born Davis was reelected presi- 
dent of the company. Mr. Davis, 
who is vice-president of N. Jacobi 
Hardware Co., Inc., wholesale 
factory agents of Wilmington, 
N. C., and Goldsboro, has as- 
sumed management of the works, 
which were established in 1888. 


33 





Kaufman Succeeds Burke as Sales Manager 
of Hibbard, Spencer, Bartlett & Co. 


E. A. Burke, for many years 
secretary and sales manager of 
Hibbard, Spencer, Bartlett & Co., 
Chicago, IIl., retires from active 
service this month. Mr. Burke 
will retain his interest in the firm 
and will continue on the board of 
directors. He was born in south- 
ern Indiana on Sept. 12, 1866, 





E. A. BURKE 


the son of an officer of the Civil 
War. He began his hardware 
training in the spring of 1883 as 
a retail clerk in Aberdeen, S. D. 
At that time it was the Dakota 
territory and the western ter- 
minus of the St. Paul Railroad. 
After considerable retail experi- 
ence he went to work for Janney- 
Semple-Hill & Co. as a traveling 
salesman, where he remained un- 
til January, 1891, when he came 
with Hibbard, Spencer, Bartlett 
& Co., representing them as a 
traveling salesman in the Minne- 
sota-Dakota district. 

He was unusually successful 
from the outset, and in January, 
1904, was brought into the house 
and made assistant to A. M. 
Graves, at that time secretary and 
sales manager of the company. 
On Mr. Graves’ death in 1908, 
Mr. Burke assumed his position 
and was elected a director and 
assistant secretary of the com- 
pany. In 1915 he was elected 
secretary. 

Nineteen thirty-one rounded out 
41 years of continuous service for 
Hibbard, Spencer, Bartlett & Co. 
and nearly 50 years in the hard- 
ware business—a long period of 
hard and conscientious effort. 
Mr. Burke’s many friends in the 
hardware trade will join his firm 
in offering congratulations and 
best wishes for the easier times 
ahead, which have been so justly 
merited. 

Frank B. Kaufman, who is 
succeeding E. A. Burke as sales 
manager of Hibbard, Spencer, 
Bartlett & Co., was born in Mount 
Pleasant, Iowa, on Sept. 30, 1887, 
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and came to work for the com- 
pany on Jan. 15, 1906. He started 
as an order clerk, and after push- 
ing a truck for several months, 
was given training in office de- 
partments, and went on the road 
as a substitute salesman in Sep- 
tember, 1908. Although a very 
young man on an important ter- 





FRANK B. KAUFMAN 


ritory, Mr. Kaufman made good 
from the start and soon improved 
the record of his predecessor, 
who was regarded as one of Hib- 
bard’s top-notch salesmen. 

In spite of the changes in con- 
ditions, Mr. Kaufman has con- 
tinued to keep a foremost place 
among Hibbard, Spencer, Bartlett 
& Co.’s traveling force, and it 
was no surprise to his many 
friends to learn that he had been 
called into the house to take Mr. 
Burke’s place. It is interesting 
to note that one of Mr. Kauf- 
man’s old customers, in bidding 
him goodby, stated that he had 
been buying goods from Hib- 
bard’s for 50 years and during 
that time they have had just 
three men on that particular 
route. Mr. Kaufman expects to 
spend a considerable portion of 
his time in the field with the 
traveling men and customers. 


CARVING CONTEST 
WINNERS ANNOUNCED 


Landers, Frary & Clark, New 
Britain, Conn., have announced 
the winners of the recent nation- 
wide pocket knife carving con- 
test winners. The contest ended 
Dec. 31. Carl Hallsthammer, 
Chicago, Ill., won the first award 
of $50, while W. H. Tobin, Dan- 
bury, Conn., won the second 
prize of $25. Third prize went 
to Ed. Bienas, New Britain, 
Conn., amounting to $15. Four 


fourth awards of $10 each 
were given to Juan Reinosa, 
Porto Rico; W. D. Goings, 





Union Springs, Ala.; Dan Gal- 
vin, Paducah, Ky., and Chas. 
Brennecke, New Britain, Conn. 

Catalog pages showing pic- 
tures of models and prizes are 
being distributed by the spon- 
sors of the contest. 





CANTON HDW. TO MOVE 
BRANCH ON FEB. 1 


The South Market Avenue re- 
tail branch of the Canton Hard- 
ware Co., Canton, Ohio, will be 
moved to 215 South Market Ave- 
nue. Two years ago the firm ac- 
quired the Deal Hardware Co., 
335 East Tuscarawas Street, 
which is now operated as a re- 
tail branch. The company was 
incorporated in 1887 through 
consolidation of the Sherrick & 
Miller and J. B. Brothers hard- 
ware stores. Shortly after in- 
corporation the company entered 
the wholesale field, which is now 
conducted at 1221 Third Street, 
Canton. A larger stock of mer- 
chandise will be carried at the 
new store. 

E. C. Raedel is general man- 
ager of the company. D. H 
Hoobler is in charge of the retail 
departments. 

F. A. WICHELMAN IS PRES. 
OF PAINT CREDIT ASSN. 


Fred A. Wichelman, general 
credit manager, A. C. Horn Co., 
Long Island City, N. Y., paint, 
varnish and industrial coatings 
manufacturers, was_ recently 
elected president of the Paint 
and Allied Industries Credit As- 
sociation. For the past three 
years he has been a director of 
the association and is actively 
interested in legislation concern- 
ing bankruptcy and assignments. 
Mr. Wichelman is a member of 
the bankruptcy prosecution com- 
mittee of the New York Credit 
Men’s Association. 

Early in 1932 an educational 
program will be inaugurated, 
under direction of G. Lange, De- 
voe & Raynolds Co., New York 
City. 

PROPOSE UTILITY SALES 
BAN IN MASSACHUSETTS 


It is reported that a bill to pro- 
hibit public utilities from sell- 
ing appliances, equipment or any 
products of their own manufac- 
ture or of a subsidiary at retail 
in Massachusetts was filed Jan. 
13 with the Clerk of the House 
by Representative L. B. Libbey. 
Provisions of the bill provide for 
a punishment by fines of not less 
than $100 nor more than $1,000, 
with each day of violation con- 
stituting a separate offense. 

This is the second bill before 
the Massachusetts Legislature to 
prevent public utilities companies 
from making retail sales. 


REQUESTS CATALOGS TO 
USE IN RESEARCH ON 
U. S—POLAND TRADE 


Edward A. G. Chwatczynski 
recently returned to Poland, 
after having spent quite some 
time in this country in semi- 
official research work on_busi- 
ness relations between the Uni- 
ted States and Poland, He has 
been working for the establish- 
ment of closer business relation- 
ship between the two countries 
and has been seeking possible 
sources of supply and trade for 
various interests in Poland. Mr. 
Chwatczynski, whose address is 
Zielna 35, Warsaw, Poland, 
would like catalogs on American 
hardware and allied lines sent 
to him. 

Mr. Chwatczynski states that 
references may be obtained from: 
Mr. Hodgson, New York Office, 
Department of Commerce; Amer- 
ican-Polish Chamber of Com- 
merce; the Polish Embassy and 
the Chase National Bank, For- 
eign Department. 





D. J. FOSS AND WIFE 
| “RETURN FROM ORIENT 


D. J. Foss, vice-president, The 
Wooster Brush Co., Wooster, 
Ohio, and Mrs. Foss have just 
returned from an extensive busi- 
ness trip through the Philippines, 
Siam, Java, Dutch East Indies, 
Australia, New Zealand, Japan, 
China and other countries. They 
visited various bristle producing 
centers. 


HILO VARNISH CORP. 
MOVES PLANT, OFFICES 


The Hilo Varnish Corp., 
Brooklyn, N. Y., recently re- 
moved its factory and offices to 
a modern plant at 42-60 Stewart 
Avenue, Brooklyn. 


RALPH FREY PURCHASES 
F. L. BETTS HARDWARE 


Ralph S. Frey, owner of the 
Frey Hardware Store, Mont- 
gomery, Pa., has purchased the 
F. L. Betts Hardware Store, Wil- 
liamsport, Pa. Mr. Frey will 
operate the new store in con- 
junction with his store in Mont- 
gomery. 


MECHLING SELLS STORE 
TO HIGHT HARDWARE CO. 

Ira Mechling has disposed of 
his hardware business in Kenne- 


bec, S. D., to the Hight Hard- 
ware Co., Presho, S. D. The 





stock will be enlarged. 
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JOHN B. SWIFT 


John B. Swift, former presi- 
dent, Eagle-Picher Lead Co., 
Chicago, Ill., died Jan. 14 in Cin- 
cinnati at the age of 82. In 
1867 he went with a hardware 
company in Cincinnati, and in 
1874 entered the lead business as 
a salesman. Some years later he 
became secretary of the Eckstein 
White Lead Co. In 1889 the 
company was absorbed by the 
National White Lead Co., and he 
became manager for the Eck- 
stein branch. Mr. Swift and his 
associates two years later bought 
the Eagle plant. In 1916 it was 
incorporated as the Eagle-Picher 
Lead Co. 

Since then he had served as 
president of the Kruz Bahlmann 
Hardware Co., Cincinnati, and as 
director of Alston Lucas Paint 
Co., Chicago; Union Wire Mat- 
tress Co., Chicago; De Soto 
Paint Co., Memphis, Tenn., and 
the Cincinnati Art Publishing 
Co., as well as of other corpo- 
rations, He retired as president 
of the Eagle-Picher company a 
few years ago, becoming chair- 
man of the board, which post he 
resigned last June. 





DE WITT F. RIESS 


DeWitt F. Riess, vice-president 
and general sales manager of the 
Vollrath Co., Sheboygan, Wis., 
dropped dead Dec. 8 at the Bis- 
marck Hotel, Chicago, immedi- 
ately following the company’s an- 
nual sales convention. Mr. RieSs, 
who had been with the Vollrath 
Co. for twenty-fice years, had 
many friends and acquaintances 
in the hardware field. 





JAMES W. TAYLOR 


James W. Taylor, 75, New- 
comerstown, Ohio, hardware 
dealer, died recently, following a 
heart attack. He was a senior 
partner in the Taylor Hardware 
Co. For 37 years he taught 
school, retiring in 1922 to be- 
come a member of the hardware 
company, which he operated with 
his son, C. O. Taylor. 





W. C. SANFORD 


Welcome Congdon  Sanfora, 
63, partner in the firm of W. 
Congdon & Sons Hardware, 
Steeple St., Providence, R. L, 
died Dec. 30 at his -home in that 
city. He had spent the greater 
part of his life with the hard- 
ware firm, which had been in 
the Congdon family through five 
generations. At the age of 16 
he entered the employ of the 
Congdon store, then operated by 
an uncle. Later he became own- 
er of the business with his 
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brother, Edward Congdon San- 
ford, and continued to be ac- 
tive in the firm until his death. 





ROSS D. CUMMINGS 


Ross D. Cummings, assistant 
sales manager, Clements Mfg. 
Co., Chicago, Ill., died recently in 
that city. Mr. Cummings had 
been in poor health for the past 
year and in November became 
seriously ill in Sheboygan, Wis., 
while on a business trip. He was 
brought to Chicago and confined 
to his home by physicians, who 
anticipated an early recovery. 
He was widely known among the 
electrital fraternity. Prior to 
his association with Clements he 
was for five years Western man- 
ager for The Jobber’s Salesman 
Magazine. Mr. Cummings pre- 
ceded these two connections with 
fifteen years of service with the 
Graybar Electric Co. and the 
Western Electric Co. 





JOHN POSTEMA FAMILY 


John Postema, 44, senior mem- 
ber, Postema Bros. Hardware 
Co., New Era, Mich. was 
drowned in the Calumet River, 
Chicago, IIl., with his wife, three 
children and four relatives, when 
the car in which they were rid- 
ing ran off a dock. Mr. Postema 
had been a hardware dealer in 
New Era for about 15 years and 
was a deputy sheriff in Oceana 
County. 

The party was returning from 
a midnight church service and 
had gone on the dock to enable 
one of the party to report to the 
ship, of which he was caretaker. 
Jacob Schiller, his wife, sister of 
Mrs. Postema, and the three 
Schiller children were in the 
car when it went into the river. 
Mr. Schiller, who was riding on 
the running board of the sedan, 
stayed with the car when it hit 
the water, when he made a vain 
effort to open the door to which 
he had been clinging. He was 
the only survivor of the tragedy. 





CHARLES J. ROUNDS 


Charles J. Rounds, 69, hard- 
ware dealer in Yale, Mich., died 
recently at his home in that 
city. For thirty-nine years he 
had lived in Yale, having previ- 
ously come from Harrington, 
Ont. 





WILLIAM D. POMEROY 


William D. Pomeroy, 57, vice- 
president, Goulds Pumps, Inc., 
Seneca Falls, N. Y., was found 
shot to death Jan. 6 in one of 
the shop plants. It is believed 
that Mr. Pomeroy committed sui- 
cide. 








STEPHEN W. LOWER 


Stephen W. Lower, 74, died re- 
cently in the hardware store of 
James Lower Sons, La Porte, 
Ind. At the age of 12 he was 
an apprentice in his father’s tin- 
shop. In addition to his inter- 
ests in the hardware business he 
was active in the affairs of the 
community. At the time of his 
death he was president of the La 
Porte County Agricultural Asso- 
ciation, operators of the county 
fair, and a member of the city 
council. 


GRAVES, WESTINGHOUSE 
DIVISION MANAGER 


Carl D. Taylor, manager, re- 
frigeration division, Westing- 
house Electric & Mfg. Co., Mans- 
field, Ohio, has announced his 
resignation from that company, 
effective Jan. 1. He has been 
appointed vice-president and 
general manager, Elin Co., Phila- 
delphia, Pa. 

C. B. Graves, formerly vice- 
president and general manager, 
Standard Home Utilities Co., 
Chicago, IIl., has been appointed 
as Mr. Taylor’s successor. J. F. 
O’Donnell has been named as- 
sistant manager. 


AUCTION PORTION OF 
JENNINGS, GRIFFIN PLANT 


Wilbur H. Squire, Meriden, 
Conn., trustee for the estate of 
The Jennings & Griffin Mfg. Co., 
Yalesville, Conn., has announced 
that the referee has approved of 
the sale of part of the property 
of the firm, including a strip of 
land, the storehouses and all the 
merchandise in the factory. The 
sale was made Dec. 29, 1931. 

The Jennings & Griffin Mfg. 
Co., makers of ship augurs and 
mechanic’s tools, has been in 
business for the last fifty years. 


DIXIE HDW. CONVENTION 
MEETS APRIL 26-27 


Walter Harlan, secretary-treas- 
urer, Southeastern Retail Hard- 
ware & Implement Association, 
415 Palmer Building, Atlanta, 
Ga., has announced the Dixie 
Hardware & Implement Conven- 
tion and Exposition to be held 
jointly by the Southeastern Re- 
tail Hardware & Implement As- 
sociation, composed of Alabama, 
Florida, Georgia and Tennessee; 
the Mississippi Retail Hardware 
& Implement Association and the 
Arkansas Retail Hardware Asso- 
ciation. The Dixie convention 
will be held at Memphis, Tenn., 
April 26, 27 and 28. Combined 
membership of the three associa- 
tions is 1438 retail hardware 
dealers. 











CLARK HARDWARE CO. 
75 YEARS IN BUSINESS 


The Clark Hardware Co., 13 
East Third Street, Jamestown, 
N. Y., a wholesale and retail 
firm, has been in business for 
seventy-five years, having changed 
its name and ownership several 
times since its beginning in 1856 
by Rufus Jones. The company 
was incorporated in 1907 and 
moved to its present location in 
1922. 

Members of the firm are: Pres- 
ident and treasurer, George B. 
Pitts; vice-president and secre- 
tary, H. B. Laudenslager, W. B. 
Pitts, S. A. Gourley, H. J. Oser 
and W. H. Olson. 


NICKEL BROS. SUCCEED 
RILEY-NICKEL HARDWARE 


Nickel Brothers Hardware, 
Celina, Ohio, has been organized 
to succeed the Riley - Nickel 
Hardware Co. This change has 
resulted from the recent death of 
B. F. Nickel, one of the old-time 
western Ohio hardware dealers. 
The business will be conducted 
by two sons, A. W. Nickel, who 
has for the past 14 years been 
a traveling salesman for the 
George Worthington Co., Cleve- 
land, Ohio, who will be manager, 


and Paul Nickel. 


STEVENS 50 YEARS 
HARDWARE RETAILER 


T. Waldo Stevens has cele- 
brated fifty years in the hardware 
business at Oneonta, N. Y. In 
1873 he entered the employ of a 
hardware store in Canton, N. Y., 
after which he went to Elmira, 
N. Y., as a traveling representa- 
tive for a wholesale house. Mr. 
Stevens has been prominent in 
civic and business activities in 
Oneonta, having served as vice- 
president of the Oneonta Build- 
ing & Loan Association and as 
president of the village. 


TEMPLE, BLOOMINGTON 
ASSOCIATION PRESIDENT 


The Bloomington Retail Hard- 
ware Association was recently 
founded in Bloomington, Ind., in 
cooperation with the local Cham- 
ber of Commerce expansion pro- 
gram. Officers are: Presideat, 
John Temple, Bloomington Hard- 
ware Co.; vice-president, Ernest 
Prince, Prince Hardware; secre- 
tary, Max Jones, Hoosier Hard- 
ware, and Fred _ Thrasher, 
Thrasher Bros., treasurer. The 
association’s next meeting will 
be held Feb. 3, at which time 
by-laws and constitution will be 
adopted. 
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FOR THE 
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HARDWARE AGE 
ADVERTISING SERVICE 











Al 


Mrs. Newlywed Says: 


She spent many hours trying to 
figure out how to buy the things 
she needed to do her spring 
cleaning, since John had taken 
his salary cut. Imagine her de- 
light when she followed the ad- 
vice of a neighbor to visit (store 
name) and found everything 
she needed in the way of clean- 
ing supplies as well as other 
things for her home at about 
one-half the price she expected 
to pay. 


(List Items 
With Prices) 


YOUR STORE NAME 














A2 


For Spring Planting 


Everything you need for 
spring planting —tools, fer- 
tilizer, and all kinds of seeds, 
too, at prices that will save 
you money. 


(List Garden Supplies 
With Prices) 


YOUR STORE NAME 


By Samuel Kalp 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are especially 
planned to he!p every hardware store make its advertising more practical 
and effective by the liberal use of human interest illustrations. Copy is 
always supplied in so far as it is practical for use by all of our clients. 


The description and pricing of the items must necessarily be left to the in- 
dividual store in most cases. In writing the descriptions to give to your 
printer with the supplied ad layouts keep in mind that brief, to the point 
descriptions are the most effective. The style, size, colors, unusual fea- 
tures, or special economies effected by the use of the item should be given. 
If greatly reduced, it is sometimes’ desirable to show former as well as 
reduced price. If any question arises concerning the use of these ads, write 
us. You'll find us willing to help you sell more hardware at all times. 


HOW TO ORDER 


If you have loca! stereotyping facilities, request the complete sets of mats 
of all the advertising illustrations of these two pages, inclosing your check 
for $1.25. If you need mounted cuts order them by number given under each 
cut, listing the numbers in a column’ Figure the charge of 35c. for each 
cut when less than ten cuts are ordered; when ordering ten cuts or more 
figure the charge at 30c. for each cut ordered. Inclose check with order, 
please—this saves bookkeeping of small amounts. Send all orders to 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New York City 


(All Ads Are Planned Six Weeks in Advance to Give You Ample 
Time to Order Illustrations) 










= Fix UpYour Home 
For Spring 


Now is the time to get ready for spring. We’re 
ready to do our part; in fact, we’ve been work- 
ing for months in order to furnish you your 
A3 needs at prices you can afford. 


“ 


(List Items With Prices) 





We Can Save You Money: 
Painting Needs Reduced! 
We’ve cut our paints and other sup- 


plies to rock bottom. Compare our 
prices for the same high quality. 





(List Painting Supplies 
With Prices) 











YOUR. 2S OR... aes 
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Start Your Spring Business Right 
With Good Advertising 


HARDWARE AGE 
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-March- 
OUSEWares 


» 
- 
or 


-Sale - 


Every year at this time we put on a great sale of House- 
wares. This year we believe our prices are the lowest we 
have ever quoted for such high quality merchandise. Buy 


now—you will save money! 


SPECIAL 




















A6 
Table Pads 


Aluminum Ware 


OO¢ 








SPECIAL 























00c. Refreshment 

Here are values that will 

Our table pads are liquid thrill every homemaker. Our Sets 

ps mere aluminumware is made to 

several layers of asbestos ra . Tn 

and felt insulation, increas- 5 ih "Tar tus bee te tor: 00c. 

ing their heat resistance— terial and workmanship is 

sizes. employed to enable it to Beautiful refreshment set of 

Quilted padding of a very measure up to our high clear glass consisting of 

high quality suitable for standards, kind of 2% quart pitcher and six 

table pads, mattress pro- aluminumware you usually 9 ounce tumblers. The price 

tectors, or ironing board see for at least 1/3. more. is unusually low for such a 

covers. Price per yd. (List items with sizes.) lovely set. 





YOUR 


STORE 


$00.00 


The right kind of refrigerator 
saves you money. Our line of 
refrigerators are the best we’ve 
ever seen at these low prices. 
Built of steel they are sure to 
maintain the approved tem- 
perature when properly iced. 
Easy to keep clean with their 
bright enameled finishes. 
Heavy galvanized racks — re- 
movable drain pipes—in fact 
all the new features of the 
very high priced refrigerators. 
Sige ...00- 


NAME 


REFRIGERATORS 











Now Is the Time to 
Buy Golf Supplies 


Be ready for the first “open” 
day—we are showing an un- 
usually fine line of golfer’s 
supplies at prices about one- 
half less than you are accus- 
tomed to pay. 


(List Golf Supplies 
With Prices) 


YOUR STORE NAME 




















All 


Buy Tire Chains Now For 
Spring Driving 

Don’t wait until this happens to 
you. The rain pouring—off in 
the ditch—and two miles to the 
nearest auto supply store. It’s 
dangerous, too, driving without 
chains. Note our low prices. 
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On the Subject of “Putting the 


College Spirit in Business”’ 


Tom Witten, Jr.. 
Replies to 
George Shull .... 


My dear Mr. Norvell: 

I disagree with the attitude 
taken by Mr. Shull in his an- 
swer to your question, “How Can 
We Put the College Spirit Into 
Business?” which appeared in 
the Dec. 24 issue of HARDWARE 
Ace. I am also not in accord 
with his statement that, “Busi- 
ness is concerned with cold prac- 
ticalities,” and that, “Every- 
where we are given to under- 
stand that facts and figures are 
the only things that count in busi- 
ness.” 

My dear Mr. Shull, facts and 
figures are merely secondary 
considerations in business. First, 
above all, comes the business of 
life. And I challenge any fair- 
minded man with ordinary com- 
monsense judgment to contradict 
that fact.To be successful in busi- 
ness, he must first be successful 
in life—to fulfill his many ob- 
ligations as a citizen—to show 
kindness among his fellow men 
—to give till it hurts for the pro- 
motion of the welfare of his com- 
munity, not only in dollars and 
cents, but to give also his time, 
neglecting his business, if neces- 
sary, in order to aid any worth- 
while cause that might make his 
community a better place in 


which to live. And that his fel- 
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low citizens, recognizing his fine 
character and the high ideals 
he stands for, will heartily en- 
dorse any of the many emergen- 
cies that constantly arise and de- 
mand the support of the people. 

As we grow older and pass the 
college age, our mind _neces- 
sarily broadens to meet the in- 
creasing demands _ encroached 
upon it. Football and “College 
Spirit” become of secondary im- 
portance to the greater knowl- 
edge of the happiness, the duty 
and the fine spirit present that 
comes of being a successful citi- 
zen in our little community. A 
citizen glad to cooperate with 
and support every plan that will 
make our town just a little bet- 
ter than the towns in our com- 
peting trade territory. 

I agree with Mr. Shull that, 
“College is the mother of ideal- 
ism,” and that “College is, pri- 


TOM WITTEN, JR. 








marily, a socialistic institution.” 
College is a fine thing. The ac- 


_ quaintances we make, the foot- 


ball games, all vividly impress 
us, particularly at the age we 
enter college when our minds 
are most easily and convincing- 
ly impressed. College is where 
we form the habits and the little 
likes and dislikes that follow us 
throughout life. That is why 
Mr. Norvell, the old boys are 
full of the college germ. That 
is why men will huge sums to 
colleges. That is why your 
friend left his estate to finally 
be disposed to the university of 
his youth. 

Mr. Norvell, we don’t want 
“College Spirit” in business. We 
want that finer, broad “Spirit of 
Living.” The spirit of being re- 
spected by our fellow men and 
the spirit of knowing we are an 

(Continued on page 50) 
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Demand Makes 
Moderate Gain 


New York, Jan. 19.—An im- 
proved demand for hardware has 
been noted in the reports just re- 
ceived from leading market cen- 
ters. The gain is largely attrib- 
uted to early activity in spring 
lines. Staple merchandise con- 
tinues to move in fairly satisfac- 
tory volume, while the normal 
movement of winter items has 
been somewhat retarded by the 
mild weather prevailing in most 
sections of the country. 

Recent developments in the 
general business situation are 
considered encouraging by the 
hardware trade, and prospects 
for spring business are more 
promising than they appeared 
sixty days ago. Stocks are ex- 
ceptionally light; prices have 
stabilized at low and attractive 
levels, and it is believed that any 
appreciable upturn in the con- 
sumer demand will be almost 
immediately reflected in sales. 

Prices, in the main, are fairly 
steady. Minor adjustments are 
being announced rather  fre- 
quently, as is usual at this time, 
but few important changes have 
become effective and no major 
revisions are deemed likely in 
the near future. 

The credit situation has shown 
some betterment since the turn of 
the year, although collections are 
generally slow. There is evi- 
dence that outstanding accounts 
are less burdensome at the pres- 
ent time than they were a year 
ago. 
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Financial Outlook 
Considered Brighter 


With progress being made at Wash- 
ington invalidating President Hoover’s 
proposals for restoration of credit and 
confidence, sentiment is better, and re- 
lief is growing more real—yet with no 
change in the extreme caution on every 
hand. France and Germany are still, 
unfortunately, roiling the waters of 
American business. Failures in bank- 
ing, manufacturing and_ wholesale 
groups are not increasing—in fact, are 
showing some improvement over De- 
cember—but small retail failures are 
distressingly numerous, chiefly in the 
class of $5,000 capital or less. 

More and more individuals and firms 
can see that real and lasting economic 
improvement requires everywhere a 
margin of earnings over spendings, and 
that this margin will not arrive until 
all become used to giving more in pro- 
portion to what is received than was 
the case in the days of inflation. The 
United States is getting used to work- 
ing for a living, and finds that it must 
do plenty of it for a long time to come. 





Retail Trade Volume 
Expands But Dollar 
Total Is Smaller 


The volume of retail trade expanded 
substantially during the latter part of 
the pre-holiday season, but dollar sales 
totals are believed to have fallen ap- 
proximately 15 per cent under those 
of a year earlier, says the Standard Sta- 
tistics Company, of New York, in a 
survey which continues in part: 

“Retail buying continues to be con- 
centrated on price merchandise and 
material concessions are expected dur- 
ing the January sales period. Both dol- 
lar sales totals and aggregate earnings 
during the first several months of 1932, 
at least, will continue to compare un- 
favorably with those of a year earlier.” 





Car Loadings in 1931 
Showed Decline of 18.8% 


Complete reports for the year just 
ended show that 37,272,371 cars were 


loaded with revenue freight, according 
to figures recently released by the car 
service division of the American Rail- 
way Association. 

This was a reduction of 8,605,603, or 
18.8 per cent, under the number loaded 
in 1930, and a reduction of 15,555,554, 
or 29.4 per cent, under 1929. 

Total loadings by commodities in 
1931 compared with 1930 follow: 

Grain and grain products, 2,030,779, 
against 2,265,400; live stock, 1,165,404, 
against 1,285,153; coal, 6,531,428, 
against 7,927,035; coke, 327,462, against 
487,841; forest products, 1,483,312, 
against 2,369,319; ore, 877,105, against 
1,661,659; merchandise in less than 
carload lots, 10,965,089, against 12,- 
200,534; miscellaneous, 13,891,792, 
against 17,681,033. 





Farm Income Dwindled 
In Year Just Closed 


The agriculture department prelimi- 
nary estimates indicate a total gross 
farm income of $6,920,000,000 for 
1931. This is 26 per cent less than the 
gross returns for 1930 and 42 per cent 
below 1929. The estimate includes the 
value of farm products sold and those 
consumed in the farm home. The de- 
partment said the gross income for the 
United States in 1931 was probably 
equal to the pre-war 1909-1913 average 
and was the lowest since 1911. Re- 
cent conditions over the winter wheat 
belt have been reported favorable, with 
wider beneficial rains. Temperatures 
were generally quite moderate. Recent 
government reports show the condition 
of winter wheat to be considerably be- 
low normal. On the basis of average 
abandonment through winter killing 
and other causes, with an average yield 
per acre, the report suggests a crop for 
next year of about 500,000,000 bushels. 
Heavy sales of wheat by professionals 
have kept prices low in Chicago and 
other markets. The visible supply of 
wheat is decreasing at about the same 
rate as last year, but the present hold- 
ings are the largest known at this 
season. 
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Basie Business Indieators for Week Ended Jan. 9 


As Charted in the Survey of Current Business and Compiled ; 
by the United States Department of Commerce : 


Weekly Average 1923-1925, Inclusive=100 


The charts appearing below graphically show the movement of twenty-one basic business indicators during 1931. 

It will be noted that many indicators reached their low point for the year at the close of 1931. Statistics, in some 

instances, are not yet available for charting current fluctuations, but the charts already brought up to date reveal! 
a varied tendency. Some indications of improvement are revealed in the trends of financial indicators. 
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CHICAGO 


(Chicago Office of HARDWARE AGE) 
Cuicaco, Jan. 19. 


T would be pleasing to report an 

actual upturn in wholesale ship- 

ments of hardware since Jan. 1, to 
support the better sentiment which un- 
deniably exists. The fact is, however, 
that selling continues very quiet, and 
that retailers are continuing to order 
with the greatest conservatism. Small 
orders and frequent, with many rush 
calls for goods of very staple nature 
reflect the extreme caution of retail 
thinking. The most unseasonable av- 
erages of warm winter temperature 
continue in this area, and stores have 
been almost completely deprived of 
their needed and expected sales of 
cold-weather supplies. Much of the or- 
dering which has been done since New 
Years covers spring seasonables with 
later than usual shipping dates re- 
quested, so only a part of the actual 
buying now going on is reaching the 
ledgers. 


PRICES MORE STABLE 


There is no denying the greater 
steadiness of prices, as line after line 
of goods has been written down to 
lower and more dependable quota- 
tions. Such changes as are coming in 
are still trending downward, but there 
are enough important instances of 
moderate upturn to give assuring con- 
trast. By far the largest number of 
items the wholesaler and retailer are 
having to buy are at prices unchanged 
for several weeks or months past. Some 
large firms make it a frequent practice 
—and especially at the opening of the 
year—to institute a general and careful 
search of the whole market for lower 
prices or better values. Such researches 
always bring some needed changes, but 
it is commonly reported that price con- 


KANSAS CITY 


(Kansas City Office of HARDWARE AGE) 
Kansas City, Jan. 19. 

N expected lull following the 

holiday season was stimulated 

somewhat by a recent cold snap 

in the Kansas City territory. While 

the items turning over best at present 

are largely winter goods, most dealers 

have expressed an optimistic view of 
the future. 


ACTIVE WINTER LINES 


Some cold weather items have done 
especially well due to the recent change 
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Better Sentiment Exists; 
Price Steadiness Grows 


cessions thus located are nowadays no- 
tably fewer than at any time since 1929. 
Undoubtedly the foundations of hard- 
ware’s structure of values are showing 
more steadiness and are inspiring more 
confidence. 


MARKET NEWS NOTES 


All leading sellers of ornamental 
wire lawn fencing and gates offer re- 
duced prices for the first half of 1932, 
aimed at bringing trade values into line 
with the low prices so long made on 
these lines by large mail-order distrib- 
utors. Less and less are alert manu- 
facturers and jobbers willing to over- 
look or condone widely preferential or 
“leader” pricing by mail-order cata- 
logs or stores on important hardware 
lines. More and more are the extreme 
concessions made to these large mail- 
order distributors being paralleled by 
mark-downs of corresponding indepen- 
dent wholesale and retail values, re- 
gardless of cost. 

Nails, barbed wire and fencing are 
going along at the new set-up of Dec. 
1. The manufacturers present a united 
front in support of the new $2.40 (Chi- 
cago) nail base, but the next mail- 
order catalogs will have, in their nail 
pricing, a large bearing upon the fu- 
ture firmness or breakdown of the mills’ 
1932 program. The same may be said 
of wire cloth, which is also strongly 
supported by all American manufac- 
turers. 

A recent paragraph has been noted 
as to the great demand still existing 
for wheelbarrows, despite their large 
replacement by other handling methods 
in building and in industry. The fac- 
tory or industrial demand for all-steel 
barrows for certain purposes is even 
increasing. Under normal conditions 
9,000 to 10,000 tons of steel are con- 





in weather, which was the first cold 
spell of the winter here. One retailer 
here reports that his sale of axes and 
axe handles has been the largest in 
some time. It was necessary for him 
to reorder three times in a week in 
order to supply his customers with axe 
handles. 

Tire chains have had a good turn- 
over, as some rain preceded the freeze. 
While there has been no chain demand 
in the city, country roads have been 
quite muddy in some parts. Good runs 
have also been reported on anti-freeze 


sumed annually in the construction of 
wheelbarrows. In 1930, the last year 
for which full returns are available, 
approximately 341,000 were built. Of 
this number about 33 per cent were 
all-steel; 55 per cent all-steel except 
for wooden handles, and 12 per cent 
wooden wheelbarrows, for which only 
a little steel is used. 

Jobbers here have made a slight re- 
duction on some cheaper grade lawn 
mowers, and have also marked down 
50 cents further the price on a few 
popular sellers in the medium-priced 
class. Lawn mowers for 1932 seem to 
afford a selection of greatly bettered 
values. 

Insulating jugs are selling well, es- 
pecially in a new dealers’ assortment 
comprising also the modern faucet jugs, 
and food jars. 

Declines have been announced in two 
standard lines of electrical appliances, 
such as toasters, waffle-irons, etc.—av- 
eraging about 10 per cent. A very pop- 
ular selling electric mixer has been re- 
duced to $18.75 list, effective to deal- 
ers at once, and to the consuming pub- 
lic Feb. 15. 

The manufacturers of plumbing 
enamelware have generally reduced 
prices—the new figures on tubs, lava- 
tories, and sinks being lower than for 
a great many years. 

The prices dropped sharply Jan. 1 
on “Flit’—fly spray. The new low 
prices are expected to induce a record- 
breaking 1932 sales volume. 

Rope and cordage manufacturers ad- 
vise that the production of Manila 
hemp has been kept entirely in hand, 
and actual shipments this year are in 
excess of receipts. The stock of Mexi- 
can sisal, together with lack of de- 
mand, accounts for today’s low prices. 
There is little room for any further 
decline; otherwise there would not be 
sufficient margin left to pay ocean 
freight from point of production to 
port of destination. 


Cold Snap Stimulates Demand; 
Sporting Goods 


Quite Active 

solution. Temperatures of from eight 
to ten degrees have caused motorists to 
take no chances of a freeze up. Since 
this is the first time of the season that 
anti-freeze has been necessary, dealers 
have had to reorder several times in 
order to supply the demand. 


HOUSEWARES IN DEMAND 


Housefurnishings have shown an in- 
crease over last month, with stoves 
leading the way. More stoves were 
sold last month than during the cor- 
responding month a year ago. Elec- 
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trical appliances such as heaters, irons 
and toasters are holding up better than 
was anticipated. 


BUILDERS’ HARDWARE, ETC. 


With an extensive plan for the con- 
struction of many new buildings already 
going through the excavation process, 
one wholesaler expects an improved de- 
mand for builders’ hardware. Several 
new schools, a court house, and a new 
municipal hall, are the projects now 
under construction. Tools of a general 
nature have been turning over with 
some degree of rapidity, although the 
tools now selling are of the popular 
priced type. This has had a tendency 
to lower the price of tools in general. 


CLEVELAND 


(Cleveland Office of HARDWARE AGE) 
CLEVELAND, Jan. 19. 


HOLESALE hardware _busi- 
W ness has shown some revival 

since the first of the year. The 
volume so far this month from the 
rural districts is about the same as 
during last January, but orders are 
lighter from Cleveland retailers as well 
as from other industrial centers than 
they were in the same month last year. 
Buying generally is of a hand-to-mouth 
character for early requirements, and 
while orders are plentiful, most of them 
are for small lots. Retailers on taking 
their annual inventories have found that 
replacements are necessary in many 
items of their stocks. 


CHARACTER OF ORDERS 


Demand is largely for staple mer- 
chandise. Both the wholesale and re- 
tail trade have felt severely the effects 
of the unprecedented mild weather 
which has greatly restricted the sale 
of most winter lines. The denatured 
alcohol market is demoralized from a 
retail price standpoint, and some deal- 
ers are offering this at prices lower 
than they may have to pay next sea- 
son. It is claimed that alcohol manu- 


PITTSBURGH 


(Pittsburgh office of HARDWARE AGE) 
PittspurGH, Jan. 19. 


NSEASONABLY warm weather 
| | continues to depress the hard- 
ware trade in this district, al- 
though some jobbers report a slight 


demand for spring items. Roller skates 
have been quite a factor in the trade 


42 


All other items have undergone no 
change in price over last month. 


SPORTING GOODS 


Sporting goods have enjoyed an in- 
crease over last year. An increased 
interest in all lines of athletics has 
tended to increase the demand for 
sporting goods of all kinds. The fact 
that the local board of education has 
taken over the management of inde- 
pendent basketball here has contributed 
to the sale of basketball equipment. 
Under school supervision, over 100 
basketball teams have been organized. 
Nearly all other lines of sporting goods 
have shown an increase over 1930. 
Ice skates have tripled in their turn- 





facturers lost money at the low prices 
at which they sold their product last 
year, and there is talk of an advance 
to 45c. a gal., or close to double the 
price at which some of the business 
went in 1931. 


SPRING GOODS 


Spring merchandise is almost as 
quiet as winter goods. Retailers as 
yet show little interest in steel goods, 
wire cloth, screens and other spring 
lines. Mill supply business shows a 
moderate increase. Bolts and nuts and 
pipe fittings are moving better to the 
retail trade than recently. 


PRICE REVISIONS 


Some price changes are reported, but 
they are mostly of a minor character. 
Following the advance in mill prices, 
jobbers have marked nails up 10c. a 
keg to $2.35 per keg for stock ship- 
ment. Straight car lots are $1.95 per 
keg, mixed cars $2.05 per keg and pool 
cars $2.20 per keg. A reduction of lc. 
per lb. has been made on sisal rope. 
Good grades are now quoted at 12c. 
per lb. and cheaper rope at 10c. per lb. 
Galvanized sheets have been marked 
down 10c. per 100 lb. now being 





in the last week or two, and, as many 
dealers had not yet begun to stock 
this item, jobbers are called upon to 
make occasional rush shipments. There 
is also a slight movement of farm im- 
plements ordinarily purchased in the 
spring, and retailers have shown in- 
terest in building up their stocks far 
in advance of the usual time. 


Mild Weather 


Steel Industry Reflects Improvement 





over in spite of the fact that there has 
been no municipal lakes here in a suit- 


able condition for skating. Skating 
privileges have been granted to Kansas 
City ice fans by the professional hockey 
club. Golf equipment had an increase 
for the year, as did baseball goods. 


COLLECTIONS 


In spite of business conditions in this 
part of the country, collections have 
been fairly well maintained. While 
there is not as much money being col- 
lected as there is due, the money has 
come in rather regularly. It is with 
this fact in view that the dealers see 
a decided betterment in business condi- 
tions for 1932. 


Current Demand Reflects Gain; 
Several Price Changes Noted 


quoted at $3.65 per 100 lb. Some items 
in the Millers Falls line of braces have 
been reduced. White lead has been 
reduced 1144c. per lb. to 12c. New 
prices are out on stove pipe and elbows 
for next season. These are about 5 
per cent lower than a year ago. 
Collections are still rather unsatis- 
factory, no improvement being noted 
in this situation. Many retailers claim 
their collections are so poor that they 
do not have money to pay their bills. 


GENERAL CONDITIONS 


The increased activity on the part 
of the motor car industry has caused 
a slight improvement in the industrial 
situation in this territory since the 
start of the year. Some metal-working 
plants that make motor car parts have 
secured orders that have enabled them 
to increase operations. The condition 
of other industries shows little if any 
change. 

Efforts to bring wages in the build- 
ing trades in Cleveland to a lower scale 
in order to encourage building in the 
spring, apparently will prove generally 
successful. The union painters have 
just agreed to accept a $2 a day re- 
duction in their wages. 


Restricts Sales; 


WINTER LINES 


On the other hand, cold weather 
items are very dull and both jobbers 
and retailers are reconciled to carry 
over comparatively large stocks of such 
products unless weather conditions 
change very soon. Movement of sleds 
has been quiet through the entire win- 
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YOUR CUSTOMERS WILL SAY: 
“HE KNOWS HIS STUFF” 


We recently announced that Remington was 
the first manufacturer in the country to perfect 
a non-mercuric, non-corrosive primer, and that 
all Kleanbore rim fire cartridges now contain 
this new patented priming mixture. 

| wonder how many men selling Remington 
ammunition realized that here was information 
of real value to them in their jobs. When | 
was a Salesman | used to collect all the interest- 
ing facts | could find about the goods | sold. 
| saw that when | aired my knowledge it made 
my customers think a lot more of me, and that 
this increased my sales. 

If | were selling ammunition across the 
counter today, I’d certainly use this non-mer- 
curic, Kleanbore story to make customers open 
their eyes at my knowledge. Originally all 
primers were made of fulminate of mercury. 
It does its work effectively but it has the dis- 
advantage of absorbing moisture and deteriorat- 
ing. It is not sufficiently stable. Recognizing 


this, manufacturers devised mixtures in which 
some of the mercury was replaced by other 
ingredients. As the amount of mercury was 
reduced the stability increased. 

For years manufacturers have been trying to 
produce a satisfactory primer with no mercury, 
and now Remington has it in a patented formula. 
Tell your customers that in addition to the 
superior accuracy that Kleanbore cartridges have 
demonstrated in every important shooting 
match, and to the positive protection they give 
against rust and pitting in the barrel, all Klean- 
bore rim fires are primed with a non-mercuric 
mixture that is absolutely stable under all con- 
ditions of heat or cold, dampness or dryness. 

Your customers will wonder how you learned 
so much, but they’ll be convinced that you know 
your stuff. It’s a pleasure to buy from people 
who can tell us about the things they sell. 


President 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Digby 4-2300 


Manufacturers of Arms, Ammunition and Cutlery 


© 1932 R. A. Co. 





The Greatest Value Ever Offered—The Remington Standard American 


Dollar Pocket Knife 
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ter, scarcely any demand having de- 
veloped even in the holiday period. Ice 
skates have also been quiet, although 
sales for indoor skating have been 
normal, Jobbers’ stocks of stoves are 
comparatively large, but radios were 
well moved out during the holiday sea- 
son, and supplies have not been re- 
plenished. 


PRICE DATA 


No important price changes have 
been made in the last week, with the 
exception of a reduction in Universal 
food choppers. The No. 20 size is now 
quoted at $13.20 a doz.; No. 1 at 
$16.50; No. 2 at $18.80, and No. 3 at 
$23.60. A display stand is furnished 
without extra charge on each order 
of a dozen. New prices on Community 
plated ware have also been issued, re- 
flecting a slight reduction. Painting 
ingredients are unchanged, following 
declines last week. Nail and merchant 
wire products are well maintained 
under the new schedule of prices, with 


BOSTON 


(Boston Office of HARDWARE AGE) 
Boston, Jan. 19. 
LTHOUGH business, according 
to the wholesale hardware 
houses, is by no means active. 
it is more so than it was a week ago, 
and things in general look a little 
brighter. General opinion is that 1932 
will see no sensational spurt in trade, 
but a slow gradual improvement which 
by the end of the year should be of 
considerable volume. It is believed that 
buying for some time will continue con- 
servative and based on actual retail 
needs to fill current public demand. 

At the moment, buying embraces a 
conglomeration of merchandise and 
shows no definite trend to any one 
group of articles. Following are items 
on a few orders taken at random today 
at one of the local wholesale houses: 
snow shovels, stove wicks, files, ham- 
mer handles, Eveready units, wood 
screws, bolts (various kinds), brooders, 
chicken feeders, hockey sticks, door 
knobs, wire nails, latches, glass cook- 
ing ware. 


SPECIALTIES SELLING 


A few so-called specialties are en- 
joying a rather broad market. To illus- 
trate, a new Westclox electric wal! 
clock and a beater and juice extractor 
are selling like hotcakes. A decided 
improvement in brooder and chicken 
accessories is shortly anticipated. 
Poultry raising in New England is on 
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jobbers generally quoting nails at $2.25 
a keg. Bolt quotations are also fairly 
well maintained in this territory, al- 
though shading is reported in other 
districts. 


GLASSWARE SHOW 


An exhibit of glassware in Pitts- 
burgh last week attracted a number 
of buyers and stimulated sales of such 
products slightly. However, many re- 
tailers are still busy on their: inven- 
tories and year-end settlements, and 
show little interest in forward buying 
of any sort. 


IRON AND STEEL 


Conditions in the iron and steel in- 
dustry are improving gradually, but 
demand has failed to reflect the usual 
January upturn. Releases from the 
automobile trade have been a little 
heavier, but the other leading con- 
suming channels are very depressed, 
with scarcely any buying reported. 
New buying by the railroads is still 





the increase and a lot of equipment 
will be required during 1932. 


FUTURE BOOKINGS 


As for futures, there have been 
liberal bookings of a Stanley Works 
garden tool assortment as well as of 
garden tools in general, garden hose, 
lawn mowers and various other spring 
items, but forward business is by no 
means up to the standard of former 
years, evidently because many retailers 
are waiting to see how the spring goods 
season opens before committing them- 
selves extensively. Wholesale  ship- 
ments of spring goods will’ start about 
March 1. 


BANKING SITUATION 


It is believed that the New England 
banking situation is now much clearer 
and that a return of public confidence 
in banking institutions may be expected 
from now on. Many retail hardware 
dealers and retail customers still have 
their money tied up in banks, and not 
a few Massachusetts municipalities 
have found themselves financially em- 
barrassed by the closing of banking 
institutions. But the fact that the bank- 
ing situation has cleared is quite re- 
assuring to everybody. 


BUILDING OUTLOOK 


People who should know expect quite 
a revival in home building starting this 





being postponed, even though old con- 
tracts for rails and accessories have 
generally been exhausted. Ingot oper- 
ations still average between 20 and 25 
per cent, with finishing mill schedules 
at an even lower rate. 


COAL INDUSTRY 


The coal business is also feeling the 
effects of unseasonable weather, and 
domestic demand is far under normal. 
The same is true of merchant coke, as 
dealers hesitate to extend credit and 
are keeping their stock low. A strike 
in a nearby mine will probably be 
settled amicably, although labor diffi- 
culties are predicted in some informed 
quarters. - 


COLLECTIONS 


Collections show little improvement, 
although year-end adjustments are slow 
to be made, and some improvement in 
credits may develop before the end of 
the month. 


Outlook Is More Encouraging; 
Although Demand Still | Lags 


year. They say there is always a grow- 
ing potential building need, although 
it does not always make itself manifest. 
We have periods when building is on 
a very small scale. During such 
periods potential needs are developing, 
although most of us do not realize it. 
It is believed, however—and if this 
should be true it is quite important— 
that home mortgage fundamentals will 
undergo a radical change during the 
next year or so. One of the most im- 
portant changes, it is thought, will be 
that banks will demand the builder 
have a greater equity in the building. 


PRICE CHANGES 


With the opening of the wholesale 
house drive for shear business, comes 
the announcement that hedges, grass 
and pruning shear values have been 
marked down a little, possibly about 10 
per cent in some instances. The Sun- 
beam beater and juice extractor, for- 
merly quoted at $21 each list with a 
33 1/3 per cent discount, is now $18.75. 

Otherwise price changes have been 
few and unimportant the past week. 
A month or so ago it was generally 
believed price changes would fly thick 
and fast about now as a result of in- 
creased freights and other develop- 
ments. Such has not proved the case. 
however. As a matter of fact, so far 
this month there have been fewer price 
changes than a year ago. 
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| Qqaraens will gqrow 


SALES jor 
this hose 


ORE people than ever before are planning on a 
garden this coming Spring. They know the satis- 
faction of it. They realize the profit of it. 


There will be a very great deal of hose bought — and 
the way people are buying everything else now, the very 
best and most trustworthy will be most widely sold. 


Goodyear Emerald Cord Hose is without a peer for lawn 
and garden use. It is built up of double braids of double- 
double cord, with a tough, flat-ribbed cover to withstand 


scraping and dragging. 


You may confidently recommend Goodyear Emerald 
Cord Hose as the finest quality hose on the market — from 
every standpoint of appearance and ability to give extra 
long wear. Goodyear so advertises it to the world at large. 


The fact that it is in widespread use among golf 
clubs the country over is an endorsement of the inbuilt 
economy of Goodyear Emerald Cord Hose. The fact that, 
it is Goodyear built — of Goodyear rubber — is the best 


endorsement of its value. 
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IN RUBBER 


TUNE IN: 
Goodyear invites ycu to hear 
John Philip Sousaand his Band 
--- Arthur Pryor and his Band 
---Revellers Quartet and 
Goodyear Concert-Dance 
Orchestra...every Wednesday 
and Saturday night, over 
N. B.C. Red Network, WEAF 


and Associated Stations 


Other Goodyear quality 
lawn and garden hose 
are Wingfoot, Glide, 
Pathfinder and Elm 


brands 










New York, Jan. 19. 

URING the past week, wholesale 

hardware sales in the metropoli- 

tan district have reflected a 
slight upturn. The improvement is 
attributed to an early movement of 
several spring lines. The extremely 
mild weather so far this year has ap- 
parently turned the minds of dealers 
to spring lines, and goods in this class 
are more active than is customary at 
this season. Some local jobbers have 
offered special inducements to dealers 
who agree to take January delivery on 
certain spring merchandise, and the 
resulting volume of business has been 
much larger than was anticipated. As 
the carry-over of seasonal lines from 
last year is conceded to be consider- 
ably smaller than usual, prospects are 
considered fairly promising for a satis- 
factory volume of spring business when 
the buying season gets actively under- 
way. 


TREND IN ORDERS 


The character of incoming orders 
denotes that most retailers are continu- 
ing to make their purchases on a hand- 
to-mouth basis. Small lots of miscel- 
laneous articles are being specified, in- 
dicating that buying is largely confined 
to immediate requirements. There are 
exceptions to this rule, however, as 
some retailers are laying in fairly 
heavy stocks of some types of goods 
that are now available at most attrac- 
tive figures. Mild weather has cur- 
tailed the call for winter items, while 
the demand for most staple lines is 
being fairly well maintained at recent 
levels. Housewares of all descriptions 
continue to move in satisfactory volume. 
Painting materials, especially interior 
enamels, wall finishes and varnishes and 
related supplies, are fairly active. 
Pruning and spraying equipment is en- 
joying an active demand, as _horticul- 
turists recommend the present period 
of the year, when plant life is dormant, 
to perform pruning and spraying oper- 
ations. 


THE OUTLOOK 


While few in the trade can be in- 
duced to hazard predictions as to what 
the immediate future holds, it is the 
consensus of opinion that prospects are 
not as unfavorable as they have recently 
been painted in pessimistic quarters. 
The strength noted in the stock mar- 
ket, the relief measures designed to 
place the railroads on firmer footing, 
and some improvement in the financial 
situation are all considered heartening 
developments in basic conditions. The 
hardware industry itself, it is believed, 
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would be quick to respond to a turn 
for the better as the deflation process 
has apparently run its course; stocks 
are unusually light and there is less 
apprehension concerning the stability 
of prevailing quotations on hardware 
products. 


PRICE INFORMATION 


After reflecting a firmer tendency for 
several weeks, prices have recently 
softened in scattered instances as new 
price lists for the current year become 
effective. While several reductions are 
effective, the higher prices recently 
«stablished on nails, wrought hardware 
and similar heavy products are holding 
and fewer concessions are being ex- 
tended on highly competitive merchan- 
dise. Manufacturers and distributors 
have evidently arrived at the conclu- 
sion that it is better to pass up profit- 
less business than to shade the price. 

The following price changes have 
been announced: 

The retail price on the No. 25 Hook 
scraper has been lowered from 75c. 
to 50c., with the dealer cost now $4 
per doz. 

Quotations on sheet mica have been 
reduced approximately 10 per cent. 

Prices on Diamond hose nozzles have 
dropped about 10 per cent. 

Reductions ranging from 10 to 20 
per cent have been announced on the 
Boss line of work gloves. 

A new price sheet, dated Dec. 29, 
1931, showing numerous price revisions, 
has been issued by Henry Disston & 
Sons, Inc. Prices on Disston hand 
saws are unchanged in the new sheet, 
the revisions being confined to certain 
tools and other hardware products. 


PRICES ON SPRING LINES 


Prevailing wholesale prices to deal- 
ers on some of the most important 
spring lines are: 


Per 
100 Sq. Ft. 


Screen Wire: Mesh 
os Sees 12 $1.70 
Galvanized .... 12 1.75 
Galvanized .... 14 2.10 
Galvanized .... 16 2.50 
BSFOMBO 2c cscce 14 4.60 
BPOMBO oc cscs 16 4.80 
eee oe 18 5.30 
a te 14 4.35 
Copper ....e0. 16 4.35 
Poultry Netting, 100 Ft. Rolls 
Per Roll Per Roll 
x 20 x 12.. 31.85 2x 16 x 72..$11.64 
= 36 2 34.. 8:40 2x 19 x 12.. .96 
=< 20 = 36... 252 22.19 =x 16... 1.387 
= 36.2 46..:. 624 22.19 =x 34... L74 
%x 20x12 1.32 2x 19x 30.. 2.08 
ly x 20 18 1.88 2x19 x 36.. 2.38 
%x 20x24 2.41 2x19 x 42.. 2.78 
% x 20x 30 2.87 2x19 x 48.. 3.16 
% x 20 x 36 3.30 2x19 x 60.. 3.95 
m =x 20-3 42 3.84 3219 x 73.. 4.74 
%x 20 x 48 4.37 2x 20 x 36.. 2.03 
%x20x60 5.46 2x 20 x 48.. 2.71 
%x 20x 72 656 2x 20x 60.. 3.38 
x 16 x 48.. 7.70 2x 20x 72.. 4.04 


made down payments smaller. 






Sales Reflect Slight Upturn; 
Spring Lines Start to Move 


Lawn Fence, Rolls of 100 Ft. 
In. Per Roll In. Per Roll 


Single 36 $5.75 Double 36 $8.10 

Single 42 6.70 Double 42 9.10 

Single 48 7.60 Double 48 10.00 

Flower Bed Guards, Rolls of 100 Ft. 
ff eee B4.70 3B tm... ge scenes $5.55 
Gates, Single 

Height 3 Ft. Wide 3% Ft. Wide 
36 in. $2.50 each $2.85 each 
42 in. 2.85 each 3.00 each 
48 in. 3.00 each 3.10 each 
48 in. 4 ft. wide 3.20 each 


Notwithstanding the stress of the 
times, hardware stores, as a rule, have 
passed through the crucial year-end 
period with fewer fatalities than most 
other types" of retail establishments. 
Collections have a ‘slow average and 
the credit situation is considered as 
satisfactory as might be expected under 
present general conditions. 





Montgomery Ward Sales 
Dropped 19.4% in 1931 


In common with the reports of sev- 
eral of the large chain store and mail- 
order companies, Montgomery Ward & 
Co. reported a decline in dollar volume 
for December. Sales of the firm to- 
taled $21,899,269, against $28,672,184 
for the corresponding month of last 
year, a decline of 23.6 per cent. 

For the full year 1931 the company 
reported sales of $219,361,585, a de- 
cline of 19.4 per cent from the total 
of $272,319,625 reported for 1930. 





Predicts More 
Installment Buying 


A large increase in the nation’s in- 
stallment debt, now lower than in 
years, will add many millions of dol- 
lars to the coffers of industry, aid un- 
employment, and open wider markets 
than ever before for the American pub- 
lic, predicted Rex Cole, president of 
Rex Cole, Inc., New York, N. Y., dis- 
tributor of General Electric refrigera- 
tors. 

“Only in a few selected fields did in- 
stallment selling increase in 1931,” Mr. 
Cole said. “Notable in these fields was 
the distribution of electric refrigera- 
tion by this plan of purchase. There 
is a direct relation between sales vol- 
ume and installment selling, which has 
been proved over and again in respect 
to most household appliances. 

“At the present time distributors are 
making installment buying more at- 
tractive than ever before. They have 
They 
have increased the length of time in 
which to pay to a degree which would 
have seemed impossible a few years 


” 


ago. 
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, No. 
04407 
BRASS | 





PIN , 
TUMBLER [ieee 
2 In.Size 


Here’s An Old HE One! 


Retails for #1 
(No. 04405—1'4 In. Size, Retails for 75c) 


There is nothing more salable in padlocks 
than a good BRASS lock. 


So let us remind you that the husky, hand- 
some padlock illustrated—Eagle No. 04407— 
is not only customer convincing in its appear- 
ance of strength and security, but it has the 
quality to back the looks—including genuine 
Pin-Tumbler Lock Work. 


Also—it is priced to meet the economy ideas 
of your customers. 


The Eagle Quality Line 


Night Latches 
Trunk Locks 
Front Door Sets 


eacye {BC ce CO, 
26 Warren Street -- New York, 


Branch Offices: x 
521 Commerce St. 177-29NFranklinS. 114 Bedford St 
Philode!phia, Pa. Chicogo, lil. Boston, Mase 
Works at Terryville, Conn. 


Wood Screws 
Stove Bolts 
Machine Screws 


Store Door Sets 
Padlocks 
Cabinet Locks 
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This handy leak fixer should be in every home. 
An asphalt compound in ready-to-use form, 
for all kinds of small leaks which would other- 
wise require expensive repairs. Fine for mend- 
ing buckets and similar utensils, for fixing 
leaks in plumbing, tanks, troughs, roof gutters 
and flashings, auto tops, boats and canoes. 
Proven by 25 years use. 


Retail price, 25c. each 
Packed 12 to a carton 


IN TUBES 


A black compound made of asbestos fibre and 
waterproof oils, packed in handy tubes ready 
for immediate use. For repairing leaks around 
chimneys, spouting, flashings, gutters and 
cracks in foundations, etc. Material is squeezed 
into crack and sets in 24 hours. 


RETAIL PRICES 


1% lb. tubes, 50c. each (packed 12 to carton) 
134 Ib. tubes $1.00 each (packed 6 to carton) 


Counter displays and advertising matter supplied 
with each order. 


These quick movers carry a real profit. Write for 


samples and trade discount. 


THE PHILIP CAREY COMPANY 
Dept. H, Lockland, Cincinnati, Ohio 
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AMERICAN SCREWS 
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OUR customers will like the 
way the sharp gimlet points 
and clean cutting threads of 
American Screws take hold — 
especially when they are being 
driven from awkward positions. 










As steady sellers at all seasons, 
as good will builders, as a 
year in and year out staple — 
there is no better hardware 
item than American Screws. 
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FI rd 3 You can do any job bet- 
2 a* ter with American Screws 
woOoD TIRE STOVE MACHINE 
SCREWS BOLTS BOLTS SCREWS 






AMERICAN SCREW CO 


PROVIDENCE,.R.I..U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH ST.CHICAGO.ILL. 


Put It Together With Screws 
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Creates Interest, Goodwill by Use of Show 


Window for Exhibits of Local Products 


Popular interest, favorable 
publicity and good-will toward 
the Perth Amboy Hardware Co., 
313 Madison Ave., Perth Amboy, 
N. J., are resulting from the or- 
ganization’s showing in one of 
its windows, the varied products 
manufactured in the plants of 
the Raritan Bay District. Every 
week a “story” on the current 
window, together with a pictuze, 
is published in the Porth Am- 
boy Evening News. School chil- 
dren are officially notified of the 
various windows, through the 
school superintendents’ offices. 
The children are also urged to 
tell their parents about the win- 
dows. This plan creates much 
comment about the store, as well 
as about the manufacturers. 

Although the idea of an indus- 
trial exhibit in a hardware deal- 
er’s windows is not new, the 
Perth Amboy company, accord- 
ing to its secretary, R. D. Howell, 
has “elaborated upon it.” And 
they surely have! 

Every week a member of the 
hardware company writes the 
school superintendent about the 
window. He in turn tells his 
staff about the display; and then 
the students of an age to’ com- 
prehend the idea are told all 
about the week’s display. Stu- 
dents are urged to tell their fam- 
ilies about the new displays. In- 
formation given the press and the 
schools includes the maker’s 
name, products offered, how they 
are made and for what they are 
used. 

That the staff members may 
intelligently answer inquiries, as 
to the use and production of the 
various items displayed, they are 
told about the manufacture and 
use of the products displayed. 


Began in October 


The plan was first put into op- 
eration during the latter part of 
October, continuing until early in 
December, when the company 
put its own Christmas displays 
in. Following the Christmas cam- 
paign the window was again 
opened to industrial exhibits. In 
1931 cigars, straw and felt hats, 
pneumatic equipment for sub- 
way car doors, dry cleaning 
equipment and Bakelite prod- 
ucts have been shown. This 
year’s bookings include: break- 
fast cereals, asphalt products 
and clothing articles. 

The manufacturer must deliver 
the material; insure it, if it is 
valuable, furnish display and ex- 
planatory cards or other adver- 
tising material; furnish officials 
of the company with a descrip- 
tion or explanation so that the 
clerks may be properly informed 








and remove the material after a 
week’s display. 

A display put in by the Hol- 
brook Hat Co., as shown here, 
created considerable interest, as 
it showed raw products used in 


manufacture, finished merchan- 
dise and gave data as to how the 
products are manufactured. 
Much of the material shown is 
not available for purchase. For 
instance, the pneumatic subway 
door equipment was made es- 
pecially for a particular type of 
subway car use. And many of 
the Bakelite parts shown wece 
for especial uses. 

Before starting the schedule 
the Perth Amboy Hardware Co. 
sent letters to more than 300 
manufacturers, in the Raritan 
Bay area, explaining operation of 
the plan and pointing out that 
very few people realized the in- 
dustrial extent of the communi- 
ty. At first there was no great 
response from the manufactur- 
ers. As the idea gained popular 
interest, requests began to come 
in. Now there are bookings for 
that window well on into the 
spring. 

Of the three windows used, by 
the company, for its own pur- 
poses, one is changed each week. 


And That Was That 


A woman and her husband 
went into a hardware store and 
purchased a new pump for their 
farm. They arranged easy terms 
on it and took the pump with 
them. 

On the first of the month an 
invoice was sent to the custom- 
ers which stated the installment 
due and on the bottom of the in- 
voice this notation appeared: 
Carrying charges $1 extra. 

The woman sent in a check 
for the installment due, with 
this inscribed in a note: “Your 
bill to us is wrong. There should 
be no carrying charges against 
us, as my husband and I carried 
the pump home ourselves.” 
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INGCO BRAND 


CHROMIUM FINISH BATH ROOM FIXTURES 








No. 3168 





Many dealers are increasing sales by offering Enduring Chromium 
Plated Bath Room Fixtures (all made from solid brass). 

Write for copy of Chromium Folder “XA” which illustrates our 
entire Chromium Finish line. 












MADE BY 
WATERBURY, CONN. 

SALES OFFICES WE MAKE ALSO 
ee ee 170 Summer St. EYELETS—GROMMETS 
NEW YORK 2 Hud s FERRULES—BRASS CASTINGS 

eee Tee eC EL ee ee udson t. UPHOLSTERER’S NAILS 
eC oo hes ae e ee ease 29 E. Madison St. FURNITURE HARDWARE 
BOS RINGERS. coc ccccccess 1226 Crenshaw Blvd. SPECIAL BRASS GOODS TO ORDER 
























-~ HOTEL LINCOLN 


44th-45th Streets—8th Avenue 
NEW YORK 
















1400 ROOMS FIRST A VISITOR Single 







ane, THEN A FRIEND $3.00—$3.50—$4.00 
Servidors AND BOOSTER Double 






$4.00—$5.00 —$6.00 






Luxurious 
Suites 












ROY MOULTON, Mgr. 
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Increase in Freight Rates 
Seen As Definite Aid 


Railroad rates went up Jan. 4 on 
every class of freight except agricul- 
tural commodities. This is not the 15 
per cent which the roads wanted, but 
is an emergency and temporary raise, 
of concrete aid to the roads. All, ex- 
cept roads already in bankruptcy, will 
collect the increases in the form of 
emergency surcharges. The wealthier 
roads, through a newly formed corpor- 
ation, will loan the proceeds to the 
weaker ones. The plan continues in 
effect only for the period of emergency 
and in no case beyond March 31, 1933. 
A yield of $100,000,000 is expected. 
The United States Supreme Court nul- 
lified an order issued by the Interstate 
Commerce Commission to force the 
railroads to reduce freight rates on 
grain, which would have cost the car- 
riers $20,000,000 in revenue. Several 
roads have announced that shopmen 
have accepted voluntarily a 10 per cent 
reduction in wages, effective Jan. 1, 
which will save the roads many needed 
millions of expense. It is hoped that 
the necessary liquidating of all rail- 
road wage scales will proceed prompt- 
ly and harmoniously. 

For what it is worth, we may re- 
port that shippers of the United States 
estimate carload shipments of twenty- 
nine principal commodities during the 
first quarter of 1932 will be approxi- 
mately 7.7 per cent under the first 
three months of 1931. Southwestern 
shippers even profess to expect a slight 
increase over early 1931. Considering 


current traffic is a little more than 15 
per cent under a year ago, substantial 
short-term improvement appears to be 
in store. 





General Sales Tax Proposals 
Appear to Have Been Shelved 


(From Our Washington Bureau) 

The administration laid aside all 
thought of general sales or turnover 
tax, not only because, generally speak- 
ing, it bears no relation to ability to 
pay, and is backward in character, but 
because of the great administrative dif- 
ficulties involved and the almost in- 
evitable pyramiding of the tax in the 
course of successive sales. 

This explanation of the refusal of 
the Treasury Department to adopt gen- 
eral sales taxes in raising revenue was 
made to the House Ways and Means 
Committee on Wednesday of last week 
by Under Secretary of the Treasury 
Ogden Mills. They were the first wit- 
nesses before the Committee when it 
began hearings on the tax program. 
The hearings are scheduled to run 
through Jan. 23. A long list of wit- 
nesses have entered their appearances 
to protect against the different forms 
of taxes provided in the administration 
program. 

It is generally conceded that all at- 
tempts for levying general sales taxes 
have been definitely defeated. The ad- 
ministration program also proposes 
some excise taxes, including those on 
automobiles, radios and a few other 
products. Vigorous protests will also 
be made against these taxes. 








Economic Expert Favors 
Resale Price Maintenance 


(From Our Washington Bureau) 

Taken from every angle, it is in the 
public interest that manufacturers of 
standard articles should be permitted 
to control prices. This view on resale 
price maintenance was expressed by R. 
A. Seligman, professor economics, Co- 
lumbia University, at a dinner at the 
Mayflower Hotel on Jan. 7, attended 
by representatives of retail trade asso- 
ciations, other organizations and the au- 
thors of the resale price maintenance 
bill pending in Congress, Senator Cap- 
per of Kansas and Representative Kelly 
of Pennsylvania. 

Professor Seligman said he had ar 
rived at his conclusion after a pro- 
tracted research into the question, and 
was thanked by the authors of the bill 
for his research work. Representative 
Kelly told Harpware AcE that he be- 
lieved the efforts of Professor Selig- 
man would aid in passage of the leg- 
islation. Senator Capper is now en- 
deavoring to have Senator Couzens, 
chairman of the Committee on Inter- 
state Commerce, hold hearings on the 
bill. It will be brought up in the Sen- 
ate before it is taken up in the House, 
if plans of the authors carry. No hear- 
ings will be held on the House side, 
since the House Committee on Inter- 
state and Foreign Commerce has held 
extensive hearings in the past. 


Tom Witten, Jr.. Replies to George Shull 


asset to the community of which 
we serve. What would a man 
be worth to his business, his em- 
ployees, his town, and his coun- 
try if he neglected and was not 
interested in the progress of his 
community? And still there is 
the fellow who sits by the stove 
and says the world owes him a 
living. 

What more is there to live for, 
what finer spirit could there be 
than to realize and accept the 
responsibilities of a citizen in the 
best country in the world. 

It is up to the colleges and 
universities of our nation to pre- 
pare us for these many respon- 
sibilities. If they fail to make 
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us capable of accepting them, 
then our educational system is 
all wrong and is in need of seri- 
ous correction. 

Mr. Shull states that, “Busi- 
ness can never touch the imagi- 
nation of its employees as to 
make them feel they were an im- 
portant cog in the promotion of 
the organization and a distinct 
factor in the welfare of their 
fellow workers as well.” Mr. 
Shull, if we carried truthfully 
the spirit of citizenship with us 
to work each morning, we could 
not help feeling that we are an 
important cog in the promotion 
of the organization and also to 
our community. If the employer 


is a man who appreciates and 
accepts withqut question his re- 
sponsibilities as a citizen, his em- 
ployees cannot help capturing 
his fine example of spirit and 
consequently make finer men and 
women. 

Mr. Norvell, put the “Spirit 
of Living” in our business world 
and we would need no other 
stimulation. Let us salute the 
man who is an asset to his busi- 
ness. Salute the man whose busi- 
ness is an asset to his village. 
Salute the man whose village is 
an asset to his country! for he is 
a respected citizen. A man alive 
with the “Spirit of Living.” 

Tom WirTEN, Jr. 
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US. Poultry Fence 


Woven like farm fence, 
Line wires run parallel. 
Interlocked joints can’t slip. 





~~ 


i 
/ 


el 


Uniform spacing; even tension. 






Stretches without bagging. 






No top-rail —no baseboard. 






Rolls out like carpet. 
Easy to handle and cut. 










Costs no more. 
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Compare It... 


Then Deeide Which 
YOU Would Buy! 





Compare U. S. Poultry Fence, the modern 
straight-line netting, with any on the market! See 
how uniform it is; how flat it lays! Note that, as in 
farm fence, the line wires run parallel! Note, too, 
how the interlocking hinge joints connect these con- 
tinuous, parallel line wires into a strong, rigid fabric 
ef even tension! Then, decide for yourself which 


netting YOU WOULD BUY if you were the consumer! 


U. S. Poultry Fence is the only poultry netting nation- 
ally advertised to the public--the only netting buyers 
know and ask for by name. You, as a dealer, can 
“cash in” on this ready-made market by carrying 
ample stocks. Thousands of dealers are reducing 
their merchandising investments, speeding up turn- 
over, boosting sales and profit, by concentrating on 
U. S. alone. You, too, can realize these greater profits. 


This year--insist upon U. S. Poultry Fence! It is dis- 
tributed only through regular retail and wholesale 
channels. Ask your jobber or write direct to us for 
sample and complete information! 


Indiana Steel & Wire Co. 
Muneie, - =- Indiana 


Makers also of IMPERIAL Farm, Poultry and Lawn 
Fence, Trellis, Flower Border, Steel Posts, Gates 


U.S. Poultry Fence 


“The Netting That Stands WAlone “ 
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THOUSANDS of buildings built this 
year will be made brighter by using 


USTRAGLASS 


rd ee OM a A 


Its added advantages at no added 
cost MAKE IT EASIER TO SELL. 


* * * 


Lustraglass transmits a substantial 


amount of the shorter, more valuable 
ultra-violet rays of sunlight shut out 
by ordinary window glass ® It is the 
“whitest” of all glass made for win- 


dows ¢ It transmits more daylight. 


* * * 


It Costs No More than 


any good window glass. 


AMERICAN 


WINDOW: GLASS: CO: 


FIFTH AVENUE - PITTSBURGH, PA. 


Also makers of Lustrawhite Picture Glass, Armor-Lite Safety 

Gla und Bulle roof Glass, Tintaglass, Photographic Dry 

Plate Glas 3/16" and 7/32" Crystal Sheet, Ground and 
Chipped Glass and Bulb Edge Glass 











Hundreds 
of millions 
of window 
frames 

and door 
frames— 
and only a 
fraction of 
1% of them 
calked! 

The rest are 
YOUR MARKET. 








Pecora 

Calking Compound 
is a money 

maker. 


Write us 
for a generous 
offer. 


Pecora Paint Co. 


4th St. and Glenwood Ave., Philadelphia, Pa. 
Established 1862, by Smith Bowen 


The BOSTON LINE of Garden Hose 


EETS every garden hose need. 7 stand- 

ard nationally known brands of plied 

and moulded hose. Each 
brand a leader in its own 
price field. A complete 
line that gives you a hose 
for every purpose at a 
price for every purse. 





























Here is the fastest selling 
Patching Wood in America 


14 lb. can 
25c seller 


Bigger Profits! 
Quicker Turnover! 
Also in 10c. and 25c. 
tubes and 1-lb. cans. 
Order from your jobber, 

or write direct. 


The 
SHEFFIELD 


Bronze Powder & Stencil Co. 


5817 Kinsman Road 
Cleveland, Ohio 














2/3 actual size 
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Convention Calendar 


CaLirorNIA ReTaiL HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION AND EXHIBITION, Sacramento Memorial 
Auditorium, Sacramento, Feb. 9, 10, 11, 1932. LeRoy Smith, 
secretary, 112 Market St., San Francisco. 


Connecticut HARDWARE ASSOCIATION CONVENTION, Hotel 
Bond, Hartford, Feb. 17, 18, 1932. Charles R. Freeman, sec- 


retary, Branford. 


HARDWARE ASSOCIATION OF THE CAROLINAS CONVENTION, 
Columbia, S. C., June 7, 8, 9, 1932. Headquarters, Jefferson 
Hotel. Arthur R. Craig, secretary, 804-806 Commercial Bank 
Bldg., Charlotte, N. C. 


IpaHo RetaiL HARDWARE AND IMPLEMENT DEALERS’ Asso- 
CIATION CONVENTION, Bannock Hotel, Pocatello, Jan. 20, 21, 
22, 1932. E. E. Lucas, secretary, Hutton Bldg., Spokane, 
Wash. 


InDIANA Retart HarpWARE ASSOCIATION CONVENTION AND 
ExHIBITION, State Fair Grounds, Indianapolis, Jan. 26, 27, 
28, 29, 1932. G. F. Sheely, secretary, 911-913 Meyer-Kiser 
Bank Bldg., Indianapolis. 


Iowa. Retail Harpware ASSOCIATION CONVENTION AND 
ExuiBITION, Des Moines, Feb. 9, 10, 11, 12, 1932. Convention 
sessions will be held at the Hotel Savery, and the hardware 
exhibit at the Des Moines Coliseum. Philip R. Jacobson, sec- 
retary, Iowa Hardware Building, Mason City. 


Micuican Reta. Harpware ASSOCIATION CONVENTION AND 
Exuisition, Detroit, Feb. 9, 10, 11, 12, 1932. Harold Bervig, 
secretary, 1112 Capital Bank Tower, Lansing. 


Minnesota Retait HARDWARE ASSOCIATION CONVENTION, 
New Auditorium, St. Paul, Jan. 26, 27, 28, 29, 1932. Chas. 
H. Casey, manager-treasurer, 2344 Nicollet Ave., Minne- 
apolis. 


Missouri Retait HARDWARE ASSOCIATION CONVENTION AND 
Exuisition, New Hotel Jefferson, St. Louis, Feb. 16, 17, 18, 
1932. F. X. Becherer, secretary, 5106 North Broadway, St. 
Louis. 


MontaNA IMPLEMENT AND HarpWwARE ASSOCIATION Con- 
VENTION, Billings, Feb. 11, 12, 13, 1932. A.C. Talmage, sec- 
retary-treasurer, Bozeman. 


NesrasKA Retail HarpDWARE ASSOCIATION CONVENTION 
AND ExnHisition, Omaha, Feb. 2, 3, 4, 5, 1932. Exhibition 
will be held at Omaha Auditorium. Headquarters, Paxton 
Hotel. George H. Dietz, secretary, 414-419 Little Bldg., 
Lincoln. 


New Encianp Retar. HAarpware DeEaALers ASSOCIATION 
CoNVENTION AND Exnuisition, Mechanics Building, Boston, 
March 2, 3, 4, 1932. Convention, Paul Revere Hall; Exhi- 
bition, Machinery Hall. Headquarters, Hotel Statler, George 
A. Fiel, secretary, 140 Federal St., Room 225, Boston, Mass. 


New York State HarpwaReE ASSOCIATION CONVENTION 
AND Exposition, Feb. 2, 3, 4, 5, 1932. Exposition will be 
held at Madison Square Garden, New York City; headquar- 
ters, Hotel Edison, Forty-seventh Street, west of Broadway. 
J. B. Foley, secretary-manager, 510 Hills Bldg., Syracuse. 


HARDWARE AGE 




















NortH Daxota Retait HARDWARE ASSOCIATION CONVEN- 
TION AND Exuisition, Fargo, Feb. 10, 11, 12, 1932. C. N. 
Barnes, secretary, Grand Forks. 


Onto Harpware ASSOCIATION CONVENTION AND EXxHIBI- 
TION, Columbus, Ohio, Feb. 16, 17, 18, 19, 1932. Headquar- 
ters and meetings at the Deshler-Wallick Hotel. Exhibit will 
be held on the main floor of the New Auditorium. James B. 
Carson, secretary-manager, 708 Winters Bank Bldg., Dayton. 


OKLAHOMA Retait HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Shrine Temple, Oklahoma City, Jan. 26, 27, 
28, 1932. Charles F. Nelson, secretary, 207-208 Bloomfield 
Bldg., Oklahoma City. 


OrEcon Retatt HARDWARE AND IMPLEMENT DEALERS’ As- 
SOCIATION CONVENTION, Multnomah Hotel, Portland, Feb. 2, 
3, 4, 1932. E. E. Lucas, secretary, Hutton Bldg., Spokane, 
Wash. 


Paciric NortHwest HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Winthrop Hotel, Tacoma, Wash., Jan. 27, 
28, 29, 1932. E. E. Lucas, secretary, Hutton Bldg., Spokane, 
Wash. 


PANHANDLE HARDWARE AND IMPLEMENT ASSOCIATION CoN- 
VENTION, Amarillo, Tex., April 18, 19, 20, 1932. C. L. 
Thompson, secretary, Canyon, Tex. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE ASSO- 
CIATION, INc., CoNVENTION, Philadelphia, Commercial Mu- 
seum, Philadelphia, Feb. 9, 10, 11, 12, 1932. W. Glenn 
Pearse, managing director, Wesley Bldg., Philadelphia. 


South Dakota Retam Harpware ASSOCIATION mend 
TION, Sioux Falls, Feb. 2, 3, 4, 1932. Chas. H. Casey, man- 
ager-treasurer, 2344 Nicollet Ave., Minneapolis. 


SouTHERN CALIFORNIA RetTAtL HarDWARE ASSOCIATION 
CONVENTION, in conjunction with a Modern Home Show, 
Ambassador Auditorium, Los Angeles, Feb. 16, 17, 18, 19, 20, 
1932. J. V. Guilfoyle, secretary, 230 Chamber of Commerce 
Bldg., Los Angeles. | 


SOUTHEASTERN Retain HarpwarE & IMPLEMENT ASSOCIA- 
TION, composed of Alabama, Florida, Georgia and Tennessee, 
joint convention and exposition with the Mississippi Retail 
Hardware and Implement Association and Arkansas Retail 
Hardware Association, Memphis, Tenn., April 26, 27, 28, 
1932. Walter Harlan, secretary, Southeastern Association, 
415 Palmer Bldg., Atlanta, Ga.; Guy Nason, secretary, Mis- 
sissippi Association, Starkville, and L. P. Biggs, secretary, 
Arkansas Association, 815 Southern Trust Bldg., Little Rock. 


VirciniA Retart HARDWARE ASSOCIATION CONVENTION, 
Richmond, Feb. 23, 24, 25, 1932. Thos. B. Howell, secretary, 
602 Broad St., Richmond. 


Wisconsin Retatt HaArpwArRE AsSOCIATION CONVENTION 
AND ExuisitTion, Milwaukee Auditorium, Feb. 2, 3, 4, 5, 1932. 
B. Christianson, secretary, Stevens Point. George W. Kornely, 
exhibit manager, 3374 North Green Bay Ave., Milwaukee. 
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~-(CHICAGO)— 
SPRING HINGES 


4 THE 
> “SIMPLEX” 
Applied Direct 


to 





Door Casing 





without 





; ro Hanging-strip 


Type 9001 


The “Simplex” has many features which Dealers will 
find to be excellent selling points. An example is the 
construction of the barrels and web from one continu- 
ous piece of metal, formed so that there are no joints 
where the barrels continue as the web. This avoids ex- 
posing the springs to moisture which would cause rust 
and breakage. 


Send for literature describing other important fea- 
tures of the “Simplex.” 


Chicago Spring Hingy Company, 
CHICAGO NEW YORK 
U. Ss. A. 














Replace it 
with .. A 


KIMBALL 
ELEVATOR 


i 
Is your elevator old ZB, I is 
and shaky? Why not re- 


place it with a Kimball 


machine—They are com- 
pact, powerful and safe— 
Tell us the job it has to do Z 


and let us submit prices and 
data on machine to do it. 


What areyour requirements? 
We have an Engineering f as 


Dept. to aid you. Write us! 


KIMBALL BROS. CO. 


1205-19 Ninth St. E aes : = 
Council Bluffs, Ia. 6AA ees 
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10,000,000 Girls 
Eligible to Play Jacks | 





These brilliant jack sets each have two colored balls, 
and clear glass containers with attractive litho- 
graphed lids. They will appeal to the 
millions of eligible girls. Do not 
fail to have them on display 
in your windows and 
on your count- 


T O y ers. 25c. FAIR 


February e 8-27, 1932 


ARCADE ixox TOYS 


ARCADE MANUFACTURING COMPANY 
FREEPORT, ILLINOIS 


New York 





| 
| 





They Look 
for the 
“Rooster” 


The brightly colored 
rooster trade-mark 
in every bale of 
Superior Brand 
Hexagonal Netting 
is recognized as the 
sign of the highest 
quality product that 
costs no more. 


At Your Jobber 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 


SUPERIOR 
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“Toyco” Rubber 
Bottle Cap 

The Toycraft Rubber Co., Ashland, 
Ohio, makes the “Toyco” Rubber bottle 
cap, which fits any standard No. 1 
crown cap bottle. The maker states 
that it will stand a pressure of 65 lbs. Cap is convenient for 
use in the manufacturing of household beverages and is also 
convenient for use on ginger ale bottles after part of the 
contents have been removed. The maker states that the cap 
is absolutely air-tight. 





Barton Corp. Model L 
Electric Washing 
Machine 


The Barton Corp., West 
Bend, Wis., offers this model 
L electric washing machine. 
The wall of the tub contains 
fifteen convolutions, which in- 
creases the agitation around 
the edge of the tub by chang- 
ing the direction of the water, 
and forcing it back through 
the clothes. Tub is 21% by 
14 inches, and is porcelain 
enameled in two-tone green 
inside and out. Wringer is 
Lovell pressure cleanser type, 
with 2%-inch balloon rolls, 
with hand rest, and full chro- 
mium plating. List price is 
$79.50. 





General Streamline 
Jumbo Type Tire 


The General Tire & Rubber 
Co., Akron, Ohio, has _intro- 
duced the General Streamline 
Jumbo tire, designed with a 
triangular instead of a round 
cross-section. With almost 
straight, streamlined side walls, 
the tire will carry two and one- 
half times the volume of air 
contained in the ordinary bal- 
loon tire for the same size car, 
and will operate at about one- 
third of the air pressure re- 
quired for ordinary balloons, 
says the maker. It is built to run on 12 Ibs. of air and is 
attached directly to an enlarged hub, no wheel being required 
for this tire. With its triangular cross-section, broad base 
and narrow tread, the new Streamline Jumbo tire has no more 
rubber on the ground than old type round balloon tires, but 
holds two and one-half times as much volume of air at one- 
third of the air pressure required by round tires, says the 
maker. It is said to absorb all ordinary road shock, to steer 
as easily as old type balloon tires, and to assure greater 
stability. Lower air pressure and much wider base, permit 
negotiations of sharp curves with less danger of skidding or 
overturning, says the maker. 
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The Johnson 
Range Burner 


The Johnson Gas 
Appliance Co., Cedar 
Rapids, Iowa, offers 
the Johnson Range 
Burner, for applying 
gas to kitchen ranges 
now fueled with coal 
or oil. Burner may 
be quickly and easily 
installed in any coal 
range, entirely sup- 
planting solid fuels 
for both cooking and heating. It is equipped with a safety 
pilot light, which prevents the flow of unburned gas. Thermo- 


static control is optional. 








Ajax Auto Accessories 

The Ajax Auto Parts Co., Racine, Wis., offers No. 4000 
rim wrench and No. 4050 and 4051 combination rim wrenches 
and starting cranks. Rim wrench No. 4000 is a four-way rim 
wrench, with deep sockets. Entire wrench is hardened high- 
carbon steel, with forged center and sockets 2 in. deep. It 





takes all the commonly used sizes of hexagon nuts. Length 
is 144% in., while weight is 314 lb. Nos. 4050 and 4051 are 
combination wrenches and starting cranks for Ford and Chev- 
rolet cars. Wrench fits hexagon rim nuts. 


The “Tap-It” 


The Beverage In- 
dustries Corp., 1040 
Fourteenth Ave., De- 
troit, Mich, has 
brought out an im- 
proved beverage car- 
bonator for home 
use known as_ the 
“Tap-It.” It has a 
soda fountain type 
tap; beverages being 
dispensed directly 
from the carbonator. 
It consists of an at- 
tractive _five-gallon 
black _ porcelainized 
pressure tank with a 
four-inch opening in 
the tap. In operation opening is closed, pressure-tight, by a 
polished brass head which is fastened on, port-hole fashion, 
with wing bolts. Head has black and gold pressure gage, 
push and pull type dispensing tap, and built-in injection and 
safety relief valves of special design. 
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50 years on a DOOR 


good for fifty years more 














TI \\\S 
Notabene 


The solid bronze Bommer Spring Hinges swinging the 
big front doors of the old Bank of Manhattan at 40 Wall 
St., New York, since 1880 were still in excellent condi- 
tion when that building was demolished in 1929 to be 
replaced by the new Bank of Manhattan skyscraper of 
73 stories which is also equipped with Bommer Spring 
Hinges—truly an astounding record. 


These Historic Hinges can be seen at our factory 


TRADE /BOMMER, mark 


Millions and Millions of People 
are Pushing Bommer Spring Hinges 
when opening doors 


Factory at Brooklyn, ly Amb 











NEVER 
BEFORE 


Ww... handicap your 


business with old fashioned 
fixtures — when scientifically 
designed N LOWER 
PRICED Heller Display Equip- 
ment pays its own way? 
That’s just what we mean— 
pays its own way. For now 
you can pay for this improve- 
ment out of income instead of 
out of capital. You can buy 
on an extremely easy monthly 
payment plan, and let the 
equipment make its own pay- 
ments. (That’s why we say 
that never before has it been 
so easy to re-equip your store 
with Heller equipment). Hard- 
ware men all over the country 
are taking advantage of this 
offer. If you answer this ad 
today, we will send you a 
copy of our new catalog, to- 
gether with full prices and 
complete information without 
any obligation to you. ut 
act now. Just tear out ad, 
write your name and address 
on margin and mail today. 


has it been so easy to 
equip your store with 
sales display equip- 
ment. 


Business Building Store Equipment 
W. C. HELLER & CO. 
700 Bryant St., Montpelier, Ohio 
Sign in the margin. { New York Offices: 


tear out this ad and 20 Vesey Street, 
mail today. Sulte 500 
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No. 60 Ferro Concentric 
Tubular Padlock 


The Ferro No. 60 concentric tubu- 
lar chrome-plated padlock lists at 
75c. Entire lock and internal mov- 
ing parts are made from a special! 
rust-resisting metal. The maker, 
the Ferro Machine & Foundry Co., 
Cleveland, Ohio, states that the 
mechanism and shape of the key 
make it practically impossible for key to jam or break off 
in lock. Strong brass tubes are used in place of small pin 
tumblers. Weight of padlock is 6% oz. Six cellophane 
wrapped padlocks are packed in an attractive counter display 
carton. 





Everedy Gear Top 
Bottle Capper 


The Everedy Company, of Frederick, 
Md., has announced a low-priced leader 
as part of its line of gear top bottle cap- 
pers. The No. 150 Gear Top Special has 
an indestructible U-beam steel post. 

Other features include the hold-cap, 
double seal throat; a new ball-bearing re- 
lease for quick adjustments to any size 
bottle up to a full quart; a big, strong 
handle with a comfortable wood grip fin- 
ished in baked enamel; and a non-skid, 
shock-absorber pad on the base. The 
capper is attractively finished in red 








enamel and nickel. 
Suggested retail price is $1.29 (slightly higher in the far 


West and Canada). 





**Sea-Breeze” Chair 


The Tucker Duck & Rubber 
Co., Fort Smith, Ark., offers a 
newly designed chair, the “Sea- 
Breeze.” It is of modernistic 
design, with lacquered frame, 
shaded in black at the ends. A 
variety of color combinations is 
offered. The No. 35R has a red 
frame shaded in black, with solid 
black seat and black covers with 
modernistic design in red, green 
and yellow. 








G. E. and Edison 
Mazda Lamps 
In New Cartons 


New lamp cartons 
combining greater dis- 
play value with better 
lamp holding quali- 
ties have been re- 
cently introduced by 
the General Electric 
Co., Nela Park, Cleve- 
land, Ohio, for its 
Edison and General 
Electric Mazda lamps. 
While retaining char- 
acteristics of the 
former cartons, they 
incorporate new de- 
signs with more vivid 











and attractive colors. Improvement in lamp-holding qualities 
has been achieved through the use of corrugated paper which 
grips the lamps more closely and holding them more securely 
inside the carton than the chipboard formerly used. Both 
cartons have a flash (zig-zag) border. The G. E. lamp carton 
has a blue background with white illustration and lettering, 
with yellow flash border. The new Edison Mazda lamp carton 
has a yellow background with blue illustration and lettering, 
and blue flash border. New cartons are shown. 





CeCo Citation 
Radio Tubes 


The CeCo Mfg. Co., Inc., 1200 
Eddy St., Providence, R. I., has 
announced CeCo Citation tubes 
in the following types: 224-A, 
247, 227, 235, 245 and 280, each 
listing at $4.00. Tubes are in- 
closed in an amber bulb. Tests 
and inspection on these tubes 
will be closer than on the reg- 
ular CeCo Radio tube of cur- 
rent production. A special modernistic package of gold and 
black has been designed for this tube. 








The Vanite 
Golf Ball 


— Van Cleef Bros., Wood- 
lawn Ave., 77th to 78th St.. 
Chicago, [IIl., offer the 
Vanite golf ball, in new 
oficial 1932 size and 
weight. The maker states 
that it is tough and lively, 
that it will not cut and that 

it retains its finish. It lists at 15c. and is made of Vanite 

a material perfected in the company’s own laboratories. 

Vanite golf balls are put up in counter display cartons of 

a dozen. Shipping weight is 2 lb. per carton of twelve. 








Copper Bearing Steel 
Poultry Netting ; 
The G. F. Wright Steel & Wire Co., 


Worcester, Mass., offers copper bearing 
steel hexagonal poultry netting fabri- 
cated either before or after galvanizing. 
It is stated by the maker that this prod 
uct represents the most outstanding step 
in the rust-proofing of netting, since the 
introduction of the hot-dip galvanizing 
process. Special grade of refined open 
hearth steel to which 0.20 per cent pure 
ingot copper has been added, is used. 
The rust resisting qualities of this cop- 
per alloy steel adds materially to the life of the wire even 
after galvanizing may have disappeared, as it has been found 
that the wearing qualities of this steel outlasts iron, which 
is generally conceded to outlast ordinary steel, according to 
the maker. Another advantage is said to be a safeguard 
against peeling of the galvanizing, making the coating firmer 
and more ductile. 
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FOR THE CONVENIENCE 
OF YOUR CUSTOMERS 


To help your customers in their —_ 






selection of proper Stanley Hard- 
ware and Tools, we offer you 
these two pocket size catalogs. 


Catalog No. 41 describes the 
full line of Stanley Hardware. 


Catalog No. 34 describes the 
\ up-to-dateline of StanleyTools. 


ee 





Send for a small stock of these 
ooks. Your customers will 


find them most useful 


THE STANLEY WORKS 
New Britain, Conn. 


rANLEY 
[ Moos ] 


STANLEY HARDWARE & TOOLS 








The symbol of 


quality in chain 


There is an ACCO Chain for every 
industrial, farm and home purpose 
—in bulk or made into specialties, 
Concentrate on this profitable qual- 
ity line. Made by the world’s 
largest manufacturer of welded and 
weldless chain. 
AMERICAN CHAIN CO., 
Bridgeport, Conn. 
Makers of the Famous Weed Tire 
Chains 


Inc. 





Moored to Iceberg by Columbian 
Sell a Rope that gives unfailing service under conditions like this. Colum- 
bian Quality —Strength—Durability—and Waterproofed features are 
reasons why it was trusted and why it kept faith in the Arctic Regions. 


COLUMBIAN ROPE COMPANY, Auburn «The Cordage City", N.Y. 


COLUMBIAN Tape- Marked Pure Manila ROPE 


DIAMALLOY 














The new Diamalloy 
Featherweight Adjustable 
Wrench is twice as strong 
yet a third thinner than 
the standard pattern. 
Made of newly developed 
alloy steel of remarkable 
strength. Fits where other 
wrenches will not. With- 
stands severest strains 
without damage. 











Write for information. 





DIAMOND CALK HORSESHOE CO. 


4622 Grand Avenue, Duluth, Minn. 








» BRUSH-NU COMPANY 


BALTIMORE MARYLAND ‘| 





Glass C utters 
AKC 


the BEST 


, IRVINGTON,N. J. 


LANDON P. SMITH,Inc 
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POULTRY SUPPLIES 


Many poultry houses are 
now lighted by electricity, 
and by connecting this 
heating unit to a light 


socket, the drinking 
water never freezes and 
is kept at a wholesome 
temperature. Safe and 
economical. 

Write for Catalog of 


Moe’s Modern Line of 
Poultry Equipment. 


Hoeft & Co., Inc. 
2305 Davis St. 
North Chicago, III. 





Moe’s Electric 
Fountain Heater 








THE NEW 
FAST SELLING 
PACKAGED NAILS 


No weighing—no loss in selling as 








> pounos wer Y with bulk nails, your customers 

get more and better nails to the 

NAILS Y | pound. No scales, paper bags, or 

cost tess ZA twine needed. Clean and easy to 

Se handle. The convenient way to 

ate handle nails for you and your cus- 
WORTHWE STERN BARB WIRE CO. 5" tomers. 


Handsome display stand provided for dealer. Holds 
assortment of 140-5 lb. cartons. Occupies small 
space—gets instant attention—creates rapid turn- 
over. For further information, write direct to 


NORTHWESTERN BARB WIRE CO. 
STERLING Since 1879 = ILLINOIS 
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CLASSIFIED ADVERTISING 
RATES 





Accounts Wanted” 
Advertisements from unemployed 
accepted free of charge; inse’ 


post paid. 

Positions Wanted and Help Wanted adver- 
ti t t ial Rate of one cent a 
word, minimum fifty cents per insertion. 














Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 


tives Wanted” advertisements. 





in two consecutive weekly issues. Set Solid, Minimum of 5 lines...... $3.00 oe oem 
pply on Position Wanted or Help 
Box number address may be used. Each additional line.........----. 60 Wanted Advertisements. 
All replies will be forwarded by us All Capitals, Minimum of 5 lines.... 4.00 HARDWARE AGE is published each Thursday. 
Each additional line...... cece -80 Forms close Nine Days previous to date of 


Average 10 words to a line 
Allow One Line for Keyed Address 


Remittance Must Accompany Order 


Samples of merchandise, literature, meses ete., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 


b-apeasaeerd DISPLAY RATES 
eck prea ‘inch. 00 0.6 00.0 6:0 «+--+ 400 
Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% off. 
Due to the special rate, these discounts do 
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publication. 


Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 














HELP WANTED 


POSITIONS WANTED 





SALESMEN to travel Brooklyn and Queens, and Westchester County 
for established wholesaler. Both territories are attractive to right men. 
Write or call. Address UNDERHILL CLINCH & COMPANY, 84 White 
Strect, New York City. 





POSITIONS WANTED 


RETAIL Hardware Man with twenty years’ experience in both retail 
and wholesale hardware business sporting goods, paint wee household 
supplies. Forty oe of age, sober and industrious. Capable of taking 
charge and handling men. Can furnish first class references. Free to 
go anywhere. Middle West or South preferred. Address Box J-603, 
care of Harpware AGe, New York City. 








WANTED POSITION AS BUILDERS HARDWARE ESTIMATOR 
or HARDWARE store salesman by experienced hardware man, 41 years 
old, unmarried, of good character and habits. Understands plan reading, 
estimating, and retail store work. Prefer central state territory, but will 
go anywhere. Will also consider traveling position. Address A. G. L., 
2373 Rohs Street, Cincinnati, Ohio. 





POSITION WANTED-—Salesman, age 43, single, go anywhere. Six 
years’ experience selling bicycles to sporting "goods dealers in the West 
and Southwestern States. Ten years selling eae yy Sehing tock sport- 
ing goods and kindred lines to trade in New Y' State ith last firm 
seven years. Best references. Address Box J- 631, won of Harpware AGE, 
New York City. 





EXPERIENCED salesman with following among wholesalers, dealers, 
large industrials and contractors seeks lines or exclusive selling con- 
nection. Has had 15 years’ experience selling and in sales promotion 
work, specializing in building materials and related tools, paints, etc. 
Address Box J-611, care of Harpware Acz, New York City. 





WANTED—Position in retail hardware with small, clean stock, in good 
Salary no object ; must 


community. Want to learn business and buy it. 
be good opportunity. Druggist; married; age 37. ood business man; 
honest; hustler; accustomed to responsibility. Excellent record and 


references. C. F. UTZ, 1464 East 67th Street, Chicago, Ill. 





I OFFER six years of German experience as hardware clerk, window 
dresser and sign printer. I want a similar position in American house. 
Will consider also office or stock room work in the hardware trade. I am 
25 years old, six foot, single and three years in the U. S. A. Address 
Box J-604, care of HARDWARE Ace, New York City. 


BUILDERS’ hardware man, thirty-nine years of age, single, wishes 
to make connection with reputable hardware concern or manufacturer. 
Fifteen years’ experience in the contract field, perfectly capable of read- 
ing plans and specifications and making up ‘schedules and closing jobs. 
Capable of taking entire charge of a contract department, as well as to 
the retail line, as buyer and salesman. Best of references as to ability 
and character. Will locate anywhere at a moderate salary. Address 
Box J-635, care of Harpware Ace, New York City. 





ACTIVE, experienced, specialty salesman. A clean cut, honest, con- 
vincing, likable fellow with initiative and experience selling Hardware, 
Auto, Mill, Mine and Plumbing Supply Jobbers, Rail Roads and large 
Industrial plants. Have sold in most of the U. S. and Canada. | Would 
like to hear from manufacturer desirous of increasing his business to 
above Jobbers or introducing new articles. Address Box J-630, care of 
HarpwareE Ace, New York City. 





MAN with 18 years sales experience in New York Metropolitan district 
with following among Builders and Contractors seeks position as sales- 
man for manufacturer catering to building trades. References regarding 
character, ability, etc., can be furnished. Address Box J-638, care of 
H'arpwareE AGE, New York City. 





MAN, experienced both retail and wholesale, age 29, 

Business School graduate, 4 years with large whole- 
10 years manager and buyer for large 
Address Box J-636, care of HARDWARE 


HARDWARE 

married, one child. 
sale and retail hardware house. 
retail store. Excellent references. 
Ace, New York City. 





MARRIED MAN, 28 years old, desires position as clerk in retail hard- 
ware store; thoroughly experienced in general hardware and stove lines. Can 
furnish best of references. Pennsylvania location preferred, not afraid 
of work. Address Box J-633, care of H’ArpwarE AGE, New York City. 





BUSINESS OPPORTUNITIES 





FOR SALE—Old established Hardware, Paints and_ Sporting Goods 
business in a Massachusetts city of 55,000. Stock and fixtures inventory 
about $30,000. Modern store located centrally on principal business street. 
Owner wishes to retire. Fine opportunity for an active hardware man. 
— arranged. Address Box J-627, care of Harpware Ace, New York 

ity. 





SALES REPRESENTATIVES WANTED 





WANTED —Position as purchasing agent, superintendent or salesman 
with manufacturer or jobber by man with 31 years of experience with 
lawn mower manufacturer and allied industries. Married, can furnish 
best_of references as to character and ability. Address Box J-634, care 
of Harpware Ace, New York City. 





HARDWARE DISPLAYMAN, Cardwriter, Salesman. Twelve years’ 
experience hardware and associated lines. 29 years old, married. Best of 
references. Prefer Texas or Louisiana, but_ will consider any locality. 
Will also consider other capacity. Write M. P. BELL, 3626 Sixth Street, 
Port Arthur, Texas. 


SALESMAN WANTED, on liberal commission basis to sell the well- 
known ARLINE STEEL RULES to Hardware dealers and jobbers. Both 
resident salesman in large cities and also traveling men who wish a 
profitable sideline wanted. When replying please give information of lines 
now being carried and the territory you cover. Address KIRSH & 
KIRSH, Inc., 167 Madison Ave., New York City. 








YOUNG MAN, 27 years of age, with seven years’ experience in retail 
hardware and housefurnishings, also two years’ experience in selling paint, 
desires similar position. Has also a chauffeur’s license. Best of references 
from former employers. Address Box J-625, care of Harpware AGE, 
New York City. 


SALESMEN who know the wholesale hardware trade to sell an all 
year household specialty manufacturer by an_ established company of 
diversified lines. Liberal commission basis. May be handled with one 
or two other lines. Give full details and territory now covering. Address 
Box J-618, care of Harpware AGE, New York City. 








technical school graduate. Five years 


SALESMAN, age 36, married, 
Four years in wholesale and 


selling high- grade line of tools and cutlery. 


retail hardware business. Willing to accept traveling position or one 
of responsibility. Address Box J-637, care of HArpware AGE, New York 
ity. 





POSITION WANTED—Hardware man with 18 years’ retail experience 


SALESMEN calling on the Hardware and Paint Stores to sell a really 
good plaint cleaner on a commission basis. Give details and territory 





covered. Address Box J-632, care of HarpwareE AGE, New York City. 
_ ROPE salesmen wanted for New Jersey, Delaware, Pennsylvania, 
New York, Michigan, Indiana. Sideline, 5% commission. UNITED 


FIBRE COMPANY, 82 South Street, New York City. 





SALES ACCOUNTS WANTED 





in general hardware store management, builders’ hardware, mil 
single; 34 years of age. Excellent references; salary secondary to ‘oppor- 
tunity. Address Box J-628, care of Harpware AGE, New York City. 





SALESMAN—Part or full time line, retail trade New Jersey and 
Connecticut. Address Box J-629, care of Harpware Acz, New York City. 


58 





EXPERIENCED salesman wants quality line or specialty for Illinois 
retail hardware trade on commission. Have sold this trade for 14 years 
and have 1500 accounts in towns large and small. Cover Illinois very 
thoroughly, must be dependable product that repeats. Address Box 235, 
Peoria, Illinois. 


HARDWARE AGE 














PLYMOUTH PRODUCTS 


OBBLER Outfits and 

Shoe Lasts and Stands 
are in big demand. Shoes 
are worn longer—men are 
‘halfsoling their own.” 
Place a few sets in your 
= and watch them 
sell. 

















KIMBALL 
ELEVATORS 


Rugged, compact 
and efficient, these 
light Electrics 
come with frames 
sawed, drilled and 
fitted ready to in- 
stall—low initial 
cost and low up- 
keep. 


GENER 4, 


<* 
BOO TsN°SHOE 
COBBLER peraining 








Tell us the task 
you wish it to 
perform and we 
will give data 
on machine you 














require. 
Corn Shellers Grist Mills 
KI M BALL E LE VATORS Big sellers from now on. “Gem,” “Little Giant,” 
KIMBALL BROS. CO. ae cee and, RAE” Gorm Sheters gad Ran’ 
1205-19 Ninth St. Council Bluffs, Ia. THE FATE-ROOT-HEATH CO. 
5AA 1322-1358 High St. PLYMOUTH, OHIO, U. S. A. 
































> Manufacturer with 
selling organization is 
seeking additional items 


> A manufacturer with a capable 
selling organization is desirous of adding a 
new item to his present line. The plant is 
equipped to workin both metal and glass 
economically. Any product to be con- 
sidered must be of known merit and of such 
a nature that it will respond readily to con- 
sumer advertising. A household or kitchen 
device is favored, but any sort of a product 
for which there appears to be a market 
will be given thorough consideration. Thisis 
am opportunity for some manufacturer to re- 
duce production overhead and sales costs. 


SASWHIUNd JILVYLNIDNODI 


Write in detail regarding your product, how 
itis being sold, present distribution, etc. If it 
is along the line of what is wanted we will 
arrange for an interview. 


Some of the products made “a 
™ATLAS TACK 


CORPORATION 
FAIRHAVEN, MASSACHUSETTS 


CARTER-THOMSON COMPANY 
> ADVERTISING <« 
1701 WALNUT STREET PHILADELPHIA 
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INDEX TO ADVERTISERS 




















THE ADVERTISERS INDEX is published 


as »* convenience and not as a part of the advertising contract. 
No allowance will be made for errors or failure to insert. 


Every 


care will be taken to index correctly. 





A 


A. & J. Kitchen Tool Co........ 
Acme Shear Co..........cesee- 
Allith-Prouty Co. 
American Chain Co............- 
Fork & Hoe Co...... 
Gas Machine Co...... 
Handle Co........+-- 


American 
American 
American 
American 
American 
American 
American 
American 
American 
American 
Ames-Baldwin-Wyoming 





Co. 

Sheet & Tin Plate * 
Stainless Steel Co.. 
Steel & Wire Co..... 
Window Glass Co..... 
Shovel 

RS Se a rey 
Arcade Ee i er rer 
Armstrong Bros. Tool Co....... 
Oe a. ee 
Aliens & ie, Ee Cicgeeciczss> 
Automatic Washer Corp....... 


Bakelite ae 
Oe csc cduews wees 
SN as 2 eee 
Bethlehem Steel 

Bismarck Hotel (New) 
Bissell Carpet Sweeper Co....... 
Black & Decker Co.........00. 
OR Og ae 
Blaisdell Pencil Co..........0+ 
Bommer Spring Hinge Co....... 
Bosley Co., W eae 
OS eee 
— Woven Hose & Rubber 





Buffalo Wire Works. 
Burnley Battery & Mfg. Co..... 
Burroughs Adding Machine Co. 


c 


Calbar Paint & Varnish Co..... 
Canvas Products Co........... 
Carborundum Co. ............ 
Cee aoe, PMD... ..ccecccece 
Cattaraugus Cutlery Co........ 
oT ge oe 
Champion Hardware Co........ 


HPLSiStliSttl 


wn 
_ 


11S 


P1Siti 


Chicago Roller Skate Co....... _ 


Chicago Spring Hinge Co...... 
Gaeeeees Mren.; Tee... ....0..s.00 
Cleveland Quarries Co......... 
Cleveland Wire Spring Co..... 
Climax Cleaner Mfg. Co....... 
eae 
Columbian Rope Co............ 
Continental Screen Co 
Cook Company. H. C........... 
Corbin Cabinet Lock Co....... 
[SS aS ere eee 
Coreie. Serew ert... «cs sccccss 
Corning Glass Works.......... 
Crescent Tool Co... 
Crown Cork & Seal Co......... 
Codeone Pence Coin cssiicscccs 





See ER oe bc acucaw vow 
Damascus Steel Products Co... 
Dazey Churn & Mfg. Co....... 
NE eres 
Deniston Co. 
Diamond Calk Horseshoe Ctis<% 
UE Sa Re 
Disston & Sons, Tnc., Henry... 
Dixon Crucible Co.. Joseph.... 
Dermeyer, Inc.. A. F...62 5600. 
LO res 
Duluth Show Case Co.......... 
Du Pont de Nemours & Co.. E. T. 
Durable Toy & Novelty Co..... 


wn 
we 


ISl1 1 Sastt| 


It | 


PITT ET EI Sted 





Le Pe oa eee 
aets DEER, Bsc poke ess 00 000% 
Eastern Tool & Mfg. 
Edison Lamp Works.......... 
Edlund Co. 
Elastic Tip CO... 6.000cssesvecces 
Electric Cutlery Co............ 
Empire Level Mfg. Co......... 
Enterprise Iron and Wire Fence 


Rael ie Ue.-........ 0: 
Eversharp Shear Co............ 
Everedy Co. 


Fate-Root-Heath Co. .......... 

Federal Enameling & 
RR SOLA RR PET OP eee a 

Flexible Steel Lacing 

ss OS eee 

on OE See ee 

French Battery Co............. 


G 


General Hardware Corp........ 
Gilbert & Bennett Mfg. Co..... 
Gits Brothers Mfg. Co......... 
Good Housekeeping ........... 
NS A SE EES Se 
Goodrich, B. F., Rubber Co..... 
Goodyear Tire & Rubber Co..... 
Grasselli ——— EE a ae 
Gray Ge Dey G0... ons sn ccccse 
Griffin Mfg. 
Grigsby-Grunow Co. 
Grinnell Washing Machine Co.. 
Griswold Mfg. Co. 


Hanlon & Goodman Co......... 
Hiarrington-Richardson Arms Co. 
Heller & Co., W. C. 
Hercules Powder Co........... 
Hibbard, Spencer, Bartlett & Co. 
Hill Clothes Dryer Co......... 
LS a Se rere 
Hoppe, Inc., 
Hotel Lincoln 
Humphreys Mfg. Co........... 
Hygrade Sylvania Corp., 
WHER TNEND ose sci cnesices 


ee eee 
Independent Lock Co........... 
Indiana Steel & Wire Co....... 
Ingersoll Steel & 
= Waterbury Watch Co., 
SPS Oe ere eee 
International Harvester Co. 
RR er ees eee 
Ives Co., H. B 


Tennings Mfg. Co., Russell.... 
Johnson Arms & Cycle Works, 

Iver . 
Johnson Mfg. Co., Nestor...... 
Jordan Hardware Co........... 
J. W. S. Trading Co.......... 
ea 


Katzinger Co., Edward......... 
Kelly Axe & Tool Works of the 

American Fork & Hoe Co.... 
SS Se ee 


PlSllids 


eee 


uw 
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Pld 


LPeQsal lit 
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Keystone Steel & Wire Co..... 
Kimball Bros. Co............ 53, 
Klein & Sons, M 
Knapp-Monarch Co. 


L 


Landers, Frary & Clark....... 
Lionel Corp. .cccccgeccsoccccecs 
Laticin. BO (0.5 con 0s500s ccc 
Lyon Metal Products Co....... 


McCord Radiator & Mfg. Co... 
Marshalltown Trowel Co....... 
Marvel Rack Mfg. Co......... 
Master’ Lock Caiiscccccstes ces 
Maydole Tool Corp., David. 

Metal Sponge Sales Corp...... 
Mile. Keyless Lock Co., The 
Millers Falls-Goodeli Pratt Co.. 
Milwaukee Brush Mfg. Cbs. tc 
Milwaukee Stamping Co....... 
— Laundry — Mfg. 
Monarch Products Co... Rote Otley 
Montague Rod & Reel Co....... 
Moore Push Pin Co......... iotoke 
Murphy Sons Co., Robert...... 
Myers & Brother Co., F. E.... 


N 


National 
— Enameling & Stamping 
National Lead Co. 
National Mfg. ae 
National Pipe Bending Co..... 
Neely Nut & Bolt Co.......... 
Nelson Mfg. Co., Inc., L. R... 
New Haven Clock Co 
New York State Retail Hard- 
WO VASSOTIRTION |... 0 5.40:0.6009:00 
New York Wire Cloth Co..... 
Nicholson File Co.........+-.. 
Nineteen Hundred Corp........ 
Noack & Sons, W. C 
Norge Corp. 






Northwestern Barb Wire Co..... ; 


O’Cedar Corp. 
Oliver Tron, & Steel Co......... 
One Minute Mfg. Co........... 
CGEEO HO CO. 5.0 0 5 ose bsens 
SS EE 6 eer 


Page Steel & Wire Co......... 
Patent Novelty Co............- 
Peck Stow: & Wilcox.......... 
Pitere Ft 0... 2 sos sss s0ve 
Peerless Handcuff Co......... 
Pennsylvania Lawn Mower Wks. 
Perfection Stove Co., Inc....... 
Peters Cartridge Co...........- 
Philadelphia Lawn Mower Co... 
Picard Co., Georges..........- 
Pike Mfg. Co 

Pittsburgh Plate Glass Co...... 
Pittsburgh Plate Glass Co..... 
Pittsburgh Steel Co..........0. 
Progressive Mfg. Co.......-.+.- 


R 


Remington Arms Co., 
Reynolds Wire Co........+.++. 
Rich Pump & Tadder Co....... 
Richardson Rod & Reel Co....... 


eo ae — 


th a. "Thermostat Co.. 
Robinson, Edward 
Rodale Mie: Co..6...ccceveees 
Ruby Chemical Co....... 
Russell, — & Ward Bolt & 
a rT ree eee 
Russell & Erwin Mfg. Co.. 
Rassia. Cement Ce....0028000% 


11g 





Samson Cordage Works....... 
Sandvik Saw & Tool Corp...... 
te TOL. CRG: 06505 00 388 bad 
Sargent & Co 
Schalk Chemical 
Schatz Mfg. Co...... beksse bas 
Schrade Cutlery Co......... 5 
Scoville Mfg. Co 
Shapleigh Hardware Co......... 
Sheffield Bronze Powder & _— 
cil Co. 
Shelby Spring Hinge Co.. 
Sherman Mfg. Co., H. B 
Signal pong 5 Mfg. C 
Silver Lake 
Simmons Dadian Cs eb deem 
Simonds Saw & Steel Co.. 
Skelton Shovel Works of "the 
American Fork Hoe Co.... 
Smith, Inc., Landon P.. 
Smith & Sons, Seymour... 
Standard Electric Stove Co...... 
Standard Tool” Co.....scccssses 
eS See 
Ster Heel Pate Co......0002000 
Stewart: Iron Works Co., Inc... 
Stewart-Warner Corp. ........ 
Swartzbaugh Mfg. Co.......... 


nt 


eeeeene 





SIlItl 


T 


Toledo Wheelbarrow Co........ 
Tyow B MOG ss bose cteasvccoe 
Tubular Rivet & Stud Co...... 
Tucker Duck & Rubber Co..... 
Turner Brass Works..........- 


PITT IU 


U 


PEL ttl 


w 
be 


Union Hardware Co........... 
Union Steel Products Co....... 
U. S. Cartridge Co. 
%, 5. pees ©... 2.22200 are 
UO. S; Beaman Co... 6c cvsweca 
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Vv 


all li 


Vaughan Novelty Mfg. Ce.... 
Vichek Tool 
Vollrath Co. 
Voss Bros. 





Orscccceereces 


| 


w 


Warren Mfg. Co., J. D........- 
Western Cartridge Co.......... 
Westinghouse Electric Mfg. Co.. 
Westinghouse Lamp 
Wickwire Bros. 
Wickwire Spencer Steel Corp.... 
Wider BGO... cacccccciscce cess 
Wilson & Co., Inc., C. E.. 

Winchester Repeating Arms ° Co. 
Witt Cornice Co 
Wood Shovel & Tool Co........ 
Wooster Brush Co 
Worthington Co.. George....... 
Wright Steel & Wire Co., G. F.. 
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Yale & Towne Mfg. Co........ 
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THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 
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THERE’S PLENTY OF ‘‘GO’’ IN GOLD STRIPE BRUSHES! 





Manufacturers and Distributors « Warehouses in 
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ELEBRATE WITH US OUR 70th ANNIVERSARY 


The 70th Anniversary of the founding of 
the WASHINGTON Line of Stoves and 
Ranges — coming as it does at a time when 
the whole country is celebrating the 200th 
anniversary of the birth of WASHING- 
TON—takes on added interest and offers 
Dealers an opportunity to share in a Na- 
tional event of importance. 

In addition to the presentation of unusu- 


ally attractive stove and range values, 
WASHINGTON Dealers are now being 
































supplied with a comprehensive sales cam- 
paign that gives them a distinct advantage 
throughout this year. 


For Dealers who wish to participate in the 
observance of the WASHINGTON Bi- 
Centennial Anniversary but who do not 
sell the WASHINGTON Line of Stoves 
and Ranges, there is much of the material 
in this campaign that may be used. Write 
for our Portfolio “Celebrating a Famous 
Name.” 


GRAY & DUDLEY COMPANY « Established 1862 
NASHVILLE, TENNESSEE 
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